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Step Up To Meet 
The NEW GC « 
ROUGH ROUNDING 


MACHINE 


y 


A 


MODEL B 





For shoes which are to have uniform sole 
edge extensions, the improved design and 
smoother operatio 

Rough Rounding Machine 

means work of uniformly high quality; in- 
creased production, and greatly reduced 
operator fatigue. 


IMPORTANT FEATURES ARE: 
e Higher speed — increased production. 


e Internal splash lubrication system re- 
duces parts wear tO minimum. 


e Positive clamp feed — no te 


y 
A 
y 


back feed — handles materials of any tyP¢ 
up to 48 irons in thickness. 


e Auxiliary feed roll — sets up surplus 
stock for 4 clean, sure cut 

e Positive control of knife motion — no 
tendency to “Jgsh” of over-Funs much less 
need for sharpening- 

e Balanced crankshaft — extremely quiet, 
smooth operation with sharp reduction in 
operator fatigue. 

e Easily adjusted crease guide— changes in 


extension quickly set 


Contact your United branch for additional 
details. 


United Shoe Machinery Corporation 


BOSTON 


MASSACHUSETTS 








NATIONALLY ADVERTISED 


B. F. Goodrich 


SHOE PRODUCTS 


B. F. Goodrich Vogue heels 
reduce nailing faults, increase production 


ULL range of nailing patterns offered by Vogue 

heels will greatly reduce nailing faults. These heels 
attach faster, core construction assures tight heel seat. 
They finish faster with clean edges, no nail holes. 


These and other advantages offered by B. F Goodrich 
Vogue heels will help you reduce manufacturing costs. 


B. F. Goodrich Vogue heels help make sales, too. 
They are advertised on the George Burns, Gracie Allen 


television show, viewed by your customers from coast 
to coast. 
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Just another example of the many quality shoe products made 
by B. F. Goodrich for the manufacture and repair of shoes. 
Catalog or additional information supplied on request. 


The B. F. Goodrich Company, Dept. SP-48, Akron, Ohio 


Please send additional information on cost-reducing B. F. Goodrich 
Vogue heels 


Send me your complete catalog [_] 


Name 





Address 





City 


State 
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Get Away 
from Your 
Desk... 
but stay 
on the job! 


Did the doctor ever tell you 
you should relax more . . . and 
did you say, under your breath, 
“Yeah, but who’s going to do 
my work?” 


Why not do both? Why not 
get away from your desk for a 
few minutes every day but still 
stay on the job? 


Take time off to laugh—that’s 
the greatest relaxer in the world 
—and here’s how you do it: Get 
a copy of “Shoeman’s Holiday” 
at $1.50 (soft cover) or $2.50 
for the hard cover. 


Keep it on your desk. It'll give 
you the daily “breather” you 
ought to have and help you see 
the lighter side of shoe business. 


Save doctor bills. Order your 
“Shoeman’s Holiday” today — 
the book that makes business 
easier. 


Published by 


The Rumpf Publishing Co. 
300 W. Adams Street 
Chicago 6, Illinois 
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Coming Events 





Oct. 4-8, 1953—Advance Spring Market 
Week, sponsored by New England Shoe 
and Leather Association. Hotels Statler 
and Touraine, Boston, and member show- 
rooms. 


October 11-14, 1953 — Canadian Shoe 
& Leather Convention and Shoe Fair. Spon- 
sored by shoe manufacturers, shoe sup- 
pliers and tanners. Mount Royal Hotel, 
Montreal. 


Oct. 21, 1953—Annual Fall Meeting, Na- 
tional Hide Association. Edgewater Beach 
Hotel, Chicago, Il. 


October 22-23, 1953—Annual Fall Meet- 
ing of Tanners’ Council of America, Edge- 
water Beach Hotel, Chicago. 


October 24, 1953—National Conference 
of Independent Shoe Retailers. Sheraton 
Hotel, Chicago, Ill. 


Oct. 26-29, 1953—National Shoe Fair, 
sponsored jointly by National Shoe Manu- 
facturers Association and National Shoe 
Retailers Association at the Palmer House 
and other Chicago hotels. 


Nov. 15-18, 1953—Semi-annual Parker 
House Shoe Show. Showing of spring and 
summer 1954 lines to New England shoe 
buyers. Sponsored by Boston Shoe Travel- 
ers Association. Parker House, Boston. 


Nov. 29-Dec. 3, 1953—Popular Price Shoe 
Show of America showing of footwear for 
Spring and Summer 1954. Sponsored by 
National Association of Shoe Chain Stores 
and New England Shoe and Leather Asso- 
ciation. Hotels New Yorker and McAlpin, 
New York City. 


Feb. 14-16, 1954—Factory Management 
Conference. Sponsored by National Shoe 
Manufacturers Association. Netherlands 
Plaza Hotel, Cincinnati, O. 


February 27-March 2, 1954—Allied Shoe 
Products and Style Exhibit for Fall and 
Winter 1954. Hotel Belmont Plaza, New 
York City. 


March 1-2, 1954—Showing of American 
Leathers for Fall and Winter 1954. Spon- 
sored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


April 25-28, 1954—St. Louis Shoe Show, 
sponsored by St. Louis Shoe Manufacturers 
Association. Leading St. Louis hotels. 


May 13-14, 1954—Annual Spring Meet- 
ing of Tanners’ Council of America. Bed- 
ford Springs Hotel, Bedford, Pa. 

Aug. 31-Sept. 1, 1954—Showing of Amer- 
ican Leathers for Spring and Summer 1955. 
Sponsored by Tanners’ Council of America. 
Waldorf-Astoria, New York City. 


Oct. 28-30, 1954—Annual Fall Meeting 
of Tanners’ Council of America. Edge- 
water Beach Hotel, Chicago. 
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© Mutual’s name for their basic 
chromic sulfate used in one-bath chrome tanning. Available 
in two grades with approximate analyses as shown below. 
Koreon M Koreon X 
Cr203 24% 25% 
Basicity (Schorlemmer) 33% 52% 
Koreon is packed in multi-wall paper bags containing 75 
pounds, and in fibre drums containing about 325 pounds. 





270 Madison Avenue, New York 16, N. Y. 
PLANTS: Baltimore — Jersey City 


Sodium Bichromate Potassium Bichromate 
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Rvery industry has its turn at feel- 
ing sorry for itself when it is beset by 
troubles. The shoe industry gets into 
this blue spell perhaps more often 
than the average industry. 

For example, there has been a ris- 
ing moan among shoe manufacturers 
concerning the steady decline of the 
labor pool of younger shoe workers. 
In fact, some months ago we ran a 
full-length article on this subject, en- 
titled “Shoe Labor—Creeping Old 
Age?” in which we showed that fewer 
and fewer young folks were coming 
into the shoe industry, with a result- 
ant predominance of older workers. 
We showed that young folks find no 
appeal in the shoe factory as a steady 
occupation, and hence are moving 
into other industries. This leaves the 
shoe industry with what’s left over, 
frequently the bottom of the barrel. 

Other troubles bewailed by the in- 
dustry are the low or absent profits or 
actual losses; the sometimes public 
“misunderstanding” of the industry 
or lack of public appreciation. 

But every problem has its causes. 
In this case much of the industry’s 
“problem” is self-imposed, even if 
innocently and unwilled. 


Only One 


For instance, it is amazing that an 
industry as large as ours has, to our 
own knowledge, only one company— 
General Shoe Corp.—with a full-time 
director of public relations. There 
are a few other firms which utilize 
public relations, but not in any full- 
scale sense. For example, some hire 
the services of an outside “public re- 
lations” agency. Or some firms as- 
sign one of their executives to take on 
the added function of handling public 
relations. 

As a result, the value of the pub- 
lic relations effort misses the target. 
Let’s take some specific illustrations. 

Take a walk through a town where 


Everything a company does—or fails to do—adds 


up to public impression. Many shoe factories ought 


to take a look at their 


COMMUNITY RELATIONS 


there are several shoe factories. 
You'll note that the outward appear- 
ance of most of these plants is hardly 
appealing to the eye. The need of a 
coat of paint; cloudy windows; a 
rickety entrance—and even an en- 
trance hard to locate; and the in- 
teriors, particularly the reception 
room, dark or dismal or cold. 


No Attraction 


Yet these factories become virtu- 
ally representative of the shoe indus- 
try. The appearance of these fac- 
tories contributes nothing to the local 
community, and the community in 
turn feels no particular pride in them 
and thus makes no special effort to 
contribute to the factory. Today’s am- 
bitious young folks find no attrac- 
tion in going to work in a plant whose 
appearance is one of slow decay and 
uncertain future. 

The actual participation of many 
plants in local community affairs 
leaves much to be desired. The an- 
nual “open house” for the community 
is rare among shoe factories, for in- 
stance. There is too frequently the 
idea that if the plant is furnishing 
employment for the community it is 
doing its “duty” to the community, 
and little more is required. 

While the industry or the average 
shoe factory may be unmoved by this 
particular situation of community or 
public relations, it cannot as easily 
evade the harsh reality that young 
folks want no occupational career in 
the local shoe plant. 

In regard to this, some interesting 
comments come from Benjamin Selig- 
man, prominent labor relations coun- 
sel for the shoe industry: 

“One of management’s major prob- 
lems is in preparing the shoe worker 
of tomorrow. Since employes must 
be drawn from the local labor mar- 
ket, the esteem in which the com- 
munity holds the company will deter- 
mine in part whether the pick of the 
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local job seekers is offered to the 
company or whether it will have to 
be content with less desirable workers. 

“Good community relations will 
go a long way in helping to eliminate 
strikes, increase worker productivity, 
reduce labor turnover, creating a 


.good present and future supply of 


labor in the community, and getting 
the employe to accept technological 
improvements as being to his own 
benefit. 

“Tn all this, however. the initiative 
must come from management.” 

Now, this doesn’t mean that every 
shoe manufacturing company should 
employ a specialist in public rela- 
tions on a full-time scale. 


Should Take Appraisal 


But it does mean that every shoe 
factory should take a sound appraisal 
of its status in terms of community 
or public relations—then take con- 
crete steps for improvement. 

This need be neither a costly nor 
time-consuming job. But neither can 
it be an apathetic off-the-cuff 
approach to improving the com- 
pany’s status. Everything that a com- 
pany does, consciously or otherwise, 
adds up to a public impression. 
Every company owes it to itself to at 
least make an effort to see that the 
public or community impression is 
a good one. This should be the result 
of a specific program properly super- 
vised. 

All individuals are interested in 
what others think of them — of 
making the good impression. This 
should apply no less to a company. 

The responsibility of the shoe fac- 
tory goes far beyond the making and 
selling of shoes. It extends to the 
making of friends and the selling of 
good will. 

Reprints at nominal costs: Up to 100, 10c 


each; 200-500, 5c each; 1000-3000, 2%c each; 
5000 or over, 1%c each. 
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The real test for innersoles is their reaction to body 
weight. Those innersoles that are too soft will give 


too much; those that are too firm won’t give enough. 


Recognizing this, Spongex cellular rubber com- 
bines the right degree of both softness and firmness. 
This right combination is why a Spongex cellular 


rubber innersole cushions, yet won’t flatten out. 


And Spongex costs less than any other type of 
innersole cushioning with comparable compression 
resistance. Sheets and rolls of Spongex cellular rub- 
ber for innersoles are available in thicknesses of 
3/32”, 1/8” and 3/16”. Color is beige. Write to us 


for samples and prices. 


BODY 
WEIGHT 


SPONGEX 
INNERSOLE 
CUSHIONING 


Custom molded sponge rubber soles 
Die-cut soles of sponge and latex foam 
Sheet stock for innersole cushioning 
ANOTHER 
THE SPONGE RUBBER PRODUCTS COMPANY @¥i1) [436 
651 DERBY PLACE SHELTON, CONNECTICUT PRODUCT 
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How SHOE PLANTS Are Ratep IN SIZE 


Shoe manufacturing is a ‘‘small business” industry—but how dominantly small may 


come as a surprise to many. 


By what standard would you rate 
the size of your shoe factory? Would 
you call it small, medium or large? 

Well, according to the U. S. De- 
partment of Commerce, the magic 
figure is 275. Any shoe plant em- 
ploying fewer than 275 persons is 
“officially” rated as a small plant. 
And the vast majority of the coun- 
try’s 1,300 shoe manufacturing plants 
belong to this “small” group. In 
fact, 990 out of the 1,300 are small 
in that they employ 275 or fewer 
employes per plant. 

How do the remaining 310 larger 
plants rate? About 190 of them 
would be classified as “medium- 
large,” employing between 275 and 
500. Some 88 more employ between 
500 and 1,000. These would be con- 
sidered “large” plants. The very 
large or “giants” are quite few. Only 
13 plants employ between 1,000 and 
2,500, and a mere two employ 2,500 
or over. 

Now, we have to make a distinction 
between a shoe manufacturing plant 
and a company. A company may have 
a dozen plants, each employing, say, 
250 workers. Thus the company 
would have a total of 3,000 em- 
ployes, making it a “big” in the 
industry as a company. But on a 
plant basis, all of its plants would 
individually fall into the “small” 
fication. 

While the shoe industry has about 
1,300 shoe manufacturing plants or 
factories, it has only about 1,000 





companies. In short, some companies 
own and operate several plants. For 
every 100 shoe manufacturing com- 
panies there are 130 plants, approxi- 
mately. Most shoe manufacturing 
companies, of course, are one-plant 
firms. 

Now, this method of classification 
is strictly for the shoe industry. The 
Department of Commerce took several 
hundred industries and found a 
classification for each. For some in- 
dustries a “small” plant was rated 
as one with 100 or fewer employes, 
while in other industries a “small” 
was rated as one with 500 or fewer 
workers. For the shoe industry the 
figure came out 275. 


“Refined” Classification 


However, the Commerce Depart- 
ment wanted to refine this classifica- 
tion even more. So it set up another 
requirement. It said that in any in- 
dustry, all of the “small” plants taken 
together must do between 33 and 40 
percent of the industry’s total of busi- 
ness. Thus, for the shoe industry 
the 990 “small” plants together do a 
total of about 35 percent of all the 
industry’s business or production. 

This means, of course, that the 
remaining 310 plants account for 
about 65 percent of the industry’s 
total dollar volume. Or, to put it 
another way, 25 percent of the in- 
dustry’s shoe manufacturing plants 
account for 65 percent of the indus- 
try’s shoe manufacturing plants 


Moreover, it costs more to operate as a “small.” 


account for 65 percent of the indus- 
try’s dollar volume. 

This is not surprising. In 1952, 
for example, the Big Five (Interna- 
tional, Endicott Johnson, Brown, 
General, and McElwain) accounted 
for 27 percent of the nation’s shoe 
output that year. And the Big Ten 
accounted for 31 percent of the total. 

The first 50 firms in the shoe in- 
dustry account for about 55 percent 
of the total shoe output. 


It’s common knowledge, of course, 
that the shoe manufacturing indus- 
try is a “small business” industry; 
that is, composed chiefly of small 
producers. However, it’s not gener- 
ally known or appreciated just how 
small is this composition. For ex- 
ample: 


Some 90 firms, or seven percent, 
employ between one to four workers. 

Some 175 firms, or 13 percent, 
employ nine or fewer. 

Some 272 firms, or 
employ 19 or fewer. 

Some 485 firms, or 
employ 49 or fewer. 

And 670 firms, or 53 percent, 
employ under 100, 


21 percent, 


39 percent, 


Now, a very interesting thing was 
found in the Commerce Department 
study. Usually, the smaller the firm 
the less productive it is on a per-man 
or per-hour basis of work. Firms with 
100 or fewer empoyes (and half of 


(Concluded on Page 32) 





Size Rating Of The Nation’s Shoe Manufacturing Plants 


Number 

of Plants 
The smallest .. 90 
T4 ee 175 
272 
485 
670 
990 
310 


ee oe 
iT ee 
ee oe 
7 ee 


* largest 


% of All 
Plants 


Number of 
Employes 
lto 4 
9 or less 

19 ee ee 
49 ee ee 
99 ee ee 
275 ee ee 
276 *” more 


7% 
13 
21 
39 
52 
76 
24 


% Industry 
Employment 


Share of 
Total Dollar 
Volume 
:0007% 
003 


.009 
.04 
.09 
34 
-66 


Vote: 990 of the total of 1,300 shoe plants are classified as “‘small business’? (275 or fewer employes). 
Source: Compiled by Leather And Shoes from U. S. Commerce Dept. data. 
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Vamp is placed flesh 
side down against an 
edge gauge. Machine 
measures and cuts stays 
from precoated tapes 
and applies them to flesh 
side from below. Anvil 
is transparent and cen- 
termarked to provide 
clear view of location 
notches on work. 


Increases production of 
bal throat reinforcing 
30 to 40% over hand 
application. 


with the (S/C 
@ e ® 
er Reinforcing Machine 22% 
wide to reinforce all 


varieties of blucher pat- 


M Oo D E L A terns. 


Upper reinforcing stays are always where they are wanted with this com- 
pact bench machine. Worries about stays being in wrong position or 
slipping become things of the past. And, the GA Upper Reinforcing 


Machine is the fastest means of applying stays with accuracy. 


Wad 


Tapes 14” to 34” 


wide may be used and adjustments for width, length 1, are available with 


2 7 . s recesses to accommodate 
of stay, type and thickness of stay material and for changes in location _heavy seam between plug 
and vamp at bail line of 


are easily made. Ask your United Branch Office for complete details. moccasin uppers. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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SHOE THERAPY: SCIENCE Or QUACKERY? 


Each year millions of shoes, new and worn, are “doctored” in shoe stores, repair 
shops and medical offices. This poses a real problem and challenge for the shoe 


Tue shoe industry hears a lot now- 
adays about something called “shoe 
therapy.” It’s going to hear a lot 
more about it, for this is a rapidly 
growing activity among shoe retail- 
ers, foot doctors, shoe repairers, 
orthopedic surgeons and other groups 
involved in foot health. 

It might come as a surprise to 
many shoe men to learn that each 
year millions of pairs of shoes—new 
shoes and worn shoes—undergo spe- 
cial treatment called “shoe therapy” 
which is striving to rise to the status 
of a science. 

Now, the word “therapy” means 
simply the treatment of disease. You 
hear of occupational therapy—the 
treatment of nervous or mental dis- 
orders with work that “occupies” the 
mind (leather tooling, basket weav- 
ing, etc.) You hear of physio- 
therapy, the physical treatment of cer- 
tain ailments with massage, manipu- 
lation; or of electrical-therapy, con- 
sisting of treatment with medical ap- 
paratus such as diathermy, sine-wave, 
whirlpool baths, ultra-violet, X-ray, 
etc. 

And shoe therapy? Simply the 
treatment of foot disorders by “doc- 
toring” the shoe. Actually, any type 
of “orthopedic” or “health” shoe in- 
dulges in shoe therapy. That is, such 
shoes endeavor to prevent or correct 
foot disorders by use of cookies, pads, 
supports, etc. 

However, that’s the least important 
aspect of modern shoe therapy as it’s 
practiced today in shoe stores, shoe 
repair shops, or medical offices. In 
these establishments a new or worn 
shoe will be given “the treatment” as 
the shoe man or doctor sees it re- 
quired. 

For example, the “doctoring” of 
the shoe may involve the application 
of a Metatarsal Bar, a Thomas Bar, 
a Comma Bar, a Mayo Bar, or Kid- 
ney Bar. The shoe may receive a 
Thomas Heel, or Reverse Thomas 


10 


industry. 


Heel, a Dutchman, a Toe-Out or Toe- 
In Wedge. 

These are but a few of the count- 
less “treatments” given to a shoe. 
The purpose of such applications is 
simple: to make the individual walk 
differently, thus relieving stress on 
some ailing part of the foot; or to 
“correct” some defect or deformity 
of the foot; or to “prevent” prospec- 
tive foot ills. 

These various “treatments” consist 
chiefly of attaching or inserting a 
piece of material in the shoe. For 
example, a sponge rubber or leather 
or felt padding inserted in the heel 
seat or at the shank or ball—some- 
times for support, sometimes to alter 
the manner of walking. Or a strip 
of leather across the outsole of the 
shoe, or along the inner or outer 
border of the outsole. Or, sometimes 
a heel (particularly fibre or leather 
heels) may be lowered or raised, or 
tilted a bit with a wedge at the heel 
seat or on the toplift. 


A Growing Practice 


Now, this practice of shoe therapy 
is a growing one, and is much more 
common than the shoe industry gen- 
erally realizes. For example, there is 
an expanding organization called 
“The National Registry of Orthopedic 
Shoe Servicemen.” Its members con- 
sist of shoe repairmen with experience 
in this work, or who wish to join the 
fold of shoe therapy “experts.” 

The National Association of Chi- 
ropodists has sponsored a similar 
organization. Retail shoe stores and 
their clerks, though not organized for 
this work, do a tremendous amount of 
“shoe doctoring.” The objective in 
all cases is the same: to relieve foot 
ills by applying “gadgets” to the 
shoe; or to prevent or correct foot 
ills and gait defects. 

Now, this subject of “shoe 
therapy” poses a tremendous chal- 
lenge and problem for the entire shoe 
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industry. First, of the thousands of 
shoe repairmen, shoe store salesmen, 
foot doctors and others who com- 
monly practice shoe therapy, only a 
small percentage are qualified by 
experience or knowledge to do this 
delicate work completely. 

This often can and does set up a 
harmful situation for the patient or 
the customer. The shoe, by the appli- 
cation of various gadgets, is forced to 
perform in a manner for which it was 
not originally designed or intended. 

As any shoe man knows, one of the 
most vital elements in proper fitting 
shoes is the last. Every shoe is “en- 
gineered” over a specific last so that 
there is a properly corresponding 
tread, heel pitch, toe spring. etc., to 
the finished shoe. In terms of aiding 
gait, foot comfort, fit and general foot 
function, the shoe made over the last 
is designed to function in a certain 
way. 

When, for example, a Thomas Bar 
or Kidney Bar (a strip of leather 
under the outsole) is applied, the 
pre-designed performance of the shoe 
is distorted. The tread, heel pitch 
and toe spring are forced out of origi- 
nal position. Moreover, the whole fit 
of the shoe, as originally designed, is 
thwarted. The shoe becomes a 
“cripple.” 

Take the matter of children’s shoes. 
There has been a rapid and almost 
irresponsible expansion of shoe 
therapy in this field. Retail shoe men 
and foot doctors—many with un- 
qualified and unfounded “theories” 
about child foot health and proper 
gait—are giving new and worn chil- 
dren’s shoes the treatment—applying 
cookies, pads, bars, special heels, 
wedges, supports, etc., in an effort to 
“correct” or prevent foot disorders 
or what on their own appraisal is an 
improper gait. 

As a result, the feet of today’s chil- 
dren are undergoing much harmful 

(Concluded on Page 32) 
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Shoe chain stores—those with over 11 outlets 
—have been showing slowly declining ratio as far as total 
retail shoe sales are concerned. Department of Commerce 
reports in Sept. issue of Survey of Current Business that such 
chains contributed about 39‘% to total shoe store sales in 
1951, 38% in 1952, and lower ratio in first seven months of 
this year. This is in direct contrast to pre-Korea but marks 
continuation of down trend which began in late 30's. 


According to fairly stable over-all sales of 
shoe stores in past two and one-half years, independ- 
ents and smaller chains—under 11 stores—appear to have 
improved their sales position slightly, both in absolute and 
relative terms. However, shoe departments in department 
stores show little sales change in over-all picture. 


Office of Business Economics reports total 
retail sales of shoes in shoe stores (excluding dept. 
stores, specialty, etc.) during July hit annual rate of 
$1,920 million or $1.9 billion. This was well above 
annual rate of $1,728 million in first quarter 1953 and $1,716 
in second quarter. However, Government is quick to deny 
this means total retail sales for this year will equal July rate 
of $1.9 billion. Actual total sales in 1951 came to $1,684 
million while they reached $1,693 million in 1952. This was 
for shoe stores only. 


As Government economist puts it, “The first 
half of 1953 ran well below this rate and the second half 
would have to be well above it to come out with a season's 
total of anything approaching the July rate. There is no rea- 
son to take the July rate as the basis of 1953 volume any 
more than there is to take the lowest month of the year as 
a basis.” 


Government's figures are somewhat mis- 
leading. Actually, total retail shoe sales from all outlets 
over the country amount to slightly over $3 billion. Na- 
tional Shoe Manufacturers Association’s 1953 edition of 
Facts and Figures on Footwear lists sales in 1951 of chain 
stores (exclusive shoe chains) at $900 million or 30 per- 
cent of total $3 billion sales. This coupled with $870 million 
sales of independent retailers, (exclusively shoe stores) makes 
total of approximately $1,770 million for year. 


Classic breakdown of shoe sales, as listed by 
NSMA, has all shoe chains accounting for 30% of total sales, 
independent retailers for 29°, department stores for 16%, 
independent specialty stores where shoes are sold for 7%, 
independent general stores for 7%, mail order for 8°7, and 
all others for 3%. 
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New military shoe buying program, effective 
Nov. 1, separates buying for each service as opposed to cur- 
rent cooperative buying set-up by Armed Services Textile and 
Apparel Procurement Agency in New York. This approxi- 
mates method used before ASTAP was set up a little over 
year ago. Army Quartermaster Corps, however, will also buy 
for Air Force. New program is result of House-Senate Com- 
mittee recommendation last July that ASTAPA method was 
most expensive. 


Apparently, individual services will be 
pretty much on their own in future shoe buying. 
This despite Government's consistent harping on “enforced 
coordination” between different branches, elimination of in- 
terdepartmental competition for materials and manufactur- 
ing facilities. Aim, says Government, is to provide proce- 
dures whereby stocks temporarily in excess to the immediate 
needs of one service are readily available to other. Also, to 
reduce to a minimum peaks and valleys in production demand 
by the services upon shoe industry. 


Each year, each service must review shoe 
needs for fiscal year ahead, decide which type re- 
quire “buying coordination.” Reasons might be mar- 
ket conditions, scarcity of materials or plant facilities, or ex- 
cess supplies on hand. If any of these conditions exist, serv- 
ices must coordinate buying plans by avoiding simultaneous 
entry into market, staggering delivery schedules, allocating 
materials between services. At end of each quarter, each 
service will review buying plans for balance of fiscal year, 
make needed changes. 


Services also required to swap information 
on market conditions, specifications, prices, trans- 
portation and other cost data. Each will receive copies 
of others’ procurement schedule. When one has excess of 
shoes, it will offer them to another. 


Feeling in leather and shoe industry circles 
is that present lull at manufacturers’ and wholesal- 
ers’ level may well last through Oct. Unemployment rec- 
ords in New England shoe and leather centers are still on 
increase with jobless claims rising. Shoe orders in Sept. ran 
at low ebb, in some cases up to 50% below year ago but 


averaging 10-20% decline. Shoe supplies men along the 
line report slackening on their orders from manufacturers. 
Although cooler weather has improved retail sales, it will take 
another month to put dent in retailer stocks, bring them to 
the point where they will be interested in ordering again. 
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MILITARY CURTAILS SHOE BUYING 


QUARTERMASTER FINDS 
CURRENT STOCKS AMPLE 


Reduction-In-Size Program 
Continues 


Military footwear procurement will 
remain at its present curtailed level 
for approximately a year unless the 
United States is embroiled in an un- 
foreseen international situation. 

This was revealed on Friday, Oct. 2 
by A. J. Bresnahan, chief of the Foot- 
wear and Rubber Unit, Supply Con- 
trol Section, Clothing and Equipage 
Branch, Distribution Division of the 
Quartermaster General. Bresnahan 
was a speaker at the Leather and 
Footwear Seminar held during the 
Quartermaster Association’s National 
Convention. 

Bresnahan revealed that the truce 
in Korea has caused a revision in 
military requirements for fiscal 1954. 
“The results of these recomputations 
have been inferentially announced,” 
he stated. “Invitations for a small 
quantity of oxfords have been issued. 
No invitations for combat boots have 
been issued.” 


Stock Position Good 


“It must not be assumed that we 
have climbed out on a dangerous limb 
in cutting back our procurement pro- 
gram,” he said. “Rather we have 
taken this opportunity to let demand 
catch up with the supply. Our stock 
position on combat boots is much 
better than it was in 1946, for in- 
stance, because it is relatively correct 
sizewise now whereas in 1946 it was 
top-heavy in long narrow boots.” 

Bresnahan revealed that during 
fiscal 1953, simplification of supply 
procedures resulted in elimination of 
the service shoe from the military 
footwear line. He said the combat 
boot would remain for field use and 
the oxford for dress. “In the cold 
climate footwear field, we are looking 
for a means to reduce the present 
number of footwear items.” 

He added that in line with the re- 
duction in widths program on com- 
bat boots the military has confined 
itself to three widths. “Out of a to- 
tal of 90 sizes in our regular tariff of 
old boots, we only have 15 sizes left.” 

The Quartermaster official said fit- 
ting qualities of a new last for oxfords 
are currently being tested. One aim 
is to see if the number of sizes in the 
oxford size tariff can be reduced from 
the current 90. 
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Harold R. Quimby, executive sec- 
retary of the National Shoe Manu- 
facturers’ Association, urged that the 
closest possible cooperation between 
the Research and Development 
Branch of the Quartermaster, the ap- 
propriate research divisions of other 
services, and the industry be de- 
veloped and maintained. 

He declared there is “a certain 
minimum of information which is es- 
sential to the industry if it is to meet 
military requirements in orderly 
fashion.” Among recommendatiors 
submitted were: 


1. Requirements for military foot- 
wear should be purchased _ in 
quarterly increments and distributed 
as evenly as possible throughout the 
year. 

2. Estimate of requirements for at 
least 90 days beyond above schedule 
be made known to shoe industry. 


60 Days’ Lead Time 


3. For the shoe industry, there 
should be 60 days’ lead time between 
the placing of contracts and the first 
month of delivery. For example. 
contracts for delivery in Jan., Feb.. 
and March 1954 should be placed not 
later than Nov. 1, 1953. 

1. The recent proposal made by 
ASTAPA for a 20-day period be- 
tween issuance of invitations to bid 
and receipt of bids be approved. 


5. Time elapsing between date of 


openings and notice of awards should 
be reduced. 


6. The Quartermaster should not 
change the size tariffs of awards from 
those listed on bid invitations. 

6 Copies of bid invitations and 
awards should be sent to interested 
groups and associations representing 
important suppliers. 

8. All Procurement of military 
footwear call for delivery on an 
F.0.B. manufacturer plant basis. 

9. Instances in which shoe con- 
tractors have been late in delivery 
should be specified. 

10. The Quartermaster should is- 
sue shipping instructions more 
rapidly. 

Other speakers at the session in- 
cluded Irving R. Glass, executive vice 
president of the Tanners’ Council: 
and Col. Warren E. Coombes, presi- 
dent of the New England Chapter. 
(Juartermaster Association. 
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GOVERNMENT OPENS 
NEW SHOE DIVISION 
Schnitzer Named To Head 
New Setup 

Creation of a new Shoe and Allied 
Products Division of the Business and 
Defense Services Administration was 
announced this week by Secretary of 
Commerce Sinclair Weeks. 

Julius G. Schnitzer, veteran Gov- 
ernment official who has devoted the 
greater part of his career to the 
leather and shoe field, was named 
head of the new division which is un- 
der the Department of Commerce. 

The new Business and Defense 
Services Administration is to have 
25 divisions, Secretary Weeks said. 
Virtually all divisions will be headed 
by business serving without Govern- 
ment compensation for a temporary 
period. The number 2 man in each 
division will be a career government 
worker. 

The Shoe and Allied Products Div- 
ision remains the only one headed by 
a Government official. Schnitzer was 
named by Secretary Weeks after nu- 
merous leather and shoe executives 
told him they considered Schnitzer 
by far the best qualified for the job. 

Establishment of the new Adminis- 
tration is expected to flash the signal 
for a speed-up in Government studies. 
looking toward improvement of sales 
in the various industries. 





Named Sales Head 











Omer L. Dixon, prominent textile executive 
and veteran of 28 years’ service with Texti- 
leather Corp. of Toledo, O., who has been 
named industrial sales manager of the com- 
pany. Dixon will work closely with industrial 
accounts through Textileather's 16 regional 
offices. The company makes an extensive 
line of plastic coated fabrics, film and 
processed textiles. 
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MILITARY SHOE AGENCY 

CLOSES OCTOBER 31 

New Shoe Buying Program 
Begins November I 


The Armed Services Textile and 
Apparel Procurement Agency, cur- 
rently responsible for the purchase 
of shoes and other equipment for 
military use, will terminate activities 
on Oct. 31, Charles 5. Thomas, Asst. 
Sec. of Defense (Supply and Logis- 
tics) announced this week. 

Starting Nov. 1, shoes and other 
items, excepting canvas, duck and 
webbing, will be procured individu- 
ally under a coordinated procurement 
program by the Army, Navy and 
Marine Corps., Thomas said. The 
Department of the Army will be re- 
sponsible for procurement of canvas, 
duck and webbing. 

Originally, the Armed Services Tex- 
tile and Procurement Agency in New 
York had been scheduled to die a 
natural death by Dec. 31. Closing 
was recommended by a House-Senate 
Conference Committee on Armed 
Services. 

Other Program Costly 

The Committee, after a survey, an- 
nounced last July that the combined 
buying program for purchase of 
shoes and other apparel was too 
costly and that the separate services 
could do their own buying more 
cheaply and efficiently. 

Fhomas reported he has approved 
an inter-departmental agreement on 
procurement coordination for foot- 
wear, clothing and textiles. The 
Asst. Sec. of the Army (Materiel) 
has been assigned the responsibility 
for administering the new program. 

Objectives are to assure orderly 
entry into markets, the elimination 
of competition between services in 
buying, and utilization where indi- 
cated on excess supplies of one serv- 
ice to meet the requirements of an- 
other. 

Future Army, Air Force and 
Armed Services Medical Procurement 
Agency textile and apparel require- 
ments will be purchased by a New 
York Quartermaster Purchasing 
Agency to be opened at 111 East 
16th St.. New York 3, site of the 
present Armed Services Agency. 
Navy buying of this nature will be 
handled by the Navy Purchasing 
Office at the same address. 

Marine Corps needs of this type 


agencies will be completed on or be- 
fore Oct. 31. All shoe and other 
firms holding contracts will receive 
notices of the transfer and name of 
the new agency handling the con- 
tract. 

The New York Quartermaster Pur- 
chasing Agency will include in its 
purchasing division a Footwear and 
Equipage Branch, a Textile Branch, 
Clothing Branch and General Sup- 
plies Branch. 


Women's Shoe Buyers Meet 
October 27 

A breakfast meeting of the Wom- 
en’s Shoe Buyers will be held by the 
Frederick Atkins group at the Palmer 
House, Chicago, on Tuesday, Oct. 27, 
at 8:30 a.m. 

Sylvie Hamilton, shoe stylist, will 
address the meeting on “Advanced 
Spring Trends.” Following this, the 
group will hold a panel discussion on 
problems of shoe operation. 


JULY PRODUCTION SHOWS 


5% INCREASE 


Footwear production in July 1953 
totaled 40,297,000 pairs, one percent 
less than the 40,824,000 pairs re- 
ported in June but five percent over 
the 38.520.000 pairs reported in July 
1952, the Census Bureau reports. 

Shoe, sandal and playshoe output 
amounted to 34,972,000 pairs, two 
percent below the 35,790,000 pairs 
of June but three percent above the 
33,946,000 pairs produced in July 
1952. 

Men’s output totaled 7,560,000 
pairs, seven percent less than the 
8,136,000 pairs of June but four per- 
cent greater than the 7,256,000 pair- 
age reported in July 1952. 

Production of women’s shoes. san- 
dals and playshoes amounted to 
18,087,000 pairs, three percent above 
the 18.161.000 pairage of June and 
two percent greater than the 18,- 
385.000 pairs of the preceding July. 

Gains over July 1952 were regis- 
tered in all other shoe, sandal and 


playshoe categories except that of 
babies’, which totaled 925,000 pairs, 
12 percent below the 1, 048,000 pairs 


OVER LAST YEAR 


of June and four percent under the 
961,000 pairage of July 1952. 
Youths’ and boys’ shoes reached 
1,637,000 pairs, three percent above 
the 1,595,000 pairs of June and 10 
percent greater than the 1,485,000 
pairs of July a year ago. 

Other gains were in misses’ shoes, 
up five percent above July 1952; 
children’s, also up five percent; and 
infants’, up six percent. 

Athletic shoe output amounted to 
269,000 pairs, four percent above the 
258.000 pairs of June and fully 59 
percent above the 169,000 pairs of 
the previous July. Slippers for 
housewear showed a six percent gain 
over June and 18 percent above July 
1952. All other footwear fell 21 per- 
cent below the preceding July. 

Shipments in July amounted to 
42.614.000 pairs, valued at $157 
million, an average value per pair 
shipped of $3.67. In June 1953, aver- 
age value was $3.57 while in July 
1952 it was $3.52. 

Following are comparative pro- 
duction and shipment figures: 





SHOE PRODUCTION ANALYZED 





Kind of footwear July 
1953 
40,297 
34,972 
7,560 
1,637 
18,687 
2,523 


Shoes and slippers, total 

Shoes, sandals, and playshoes 

Men’s 

Youths’ and boys’ 

Women’s 

Misses’ 

Children’s 2,080 

Infants’ 1,569 

Babies’ 925 
Athletic shoes 269 
Slippers for housewear 4,790 
Other footwear 266 


Production 
(thousands of pairs) 


40,824 


Percent of change 
July 1953 
compared with— 

June July June 
1953 1952 1953 
38,520 
35,790 33,946 
8,136 
1,595 
18,161 
2,803 
2,274 
1,773 
1,048 
258 
4,533 
243 
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will be handled by the U. S. Marine 
Corps Depot of Supply at 1100 South 
Broad St., Philadelphia 46, Pa. 
Transfer of existing contracts on 
shoes and other apparel to new 


SHIPMENTS 


July 1953 
42,614 
$156,570 
$3.67 


July 1952 
39,907 
$140,450 
$3.52 


June 1953 
39,503 
$141,164 
$3.57 


Quantity (in thousands of pairs) 
Value (in thousands of dollars) 
Average value per pair 
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NEW FLEX-TENSION MACHINE 
DETECTS DIFFERENCES IN LEATHERS 


Although its excellent flexing en- 
durance has always made leather 
especially suitable for shoe manufac- 
ture, the difficulty of measuring this 
flexibility accurately till now has held 
back tanners and shoemen from tak- 
ing full advantage of this property. 

Now comes a new flex-tension ma- 
chine, developed by T. J. Carter and 
J. R. Kanagy of the National Bureau 
of Standards, which accurately evalu- 
ates the flex endurance of shoe upper 
leather within relatively short time. 

Because the new Leather Flexer 
has proved effective in detecting dif- 
ferences in leathers due to tannage, 
lubrications and other treatments, it 
is expected to become of extreme 
value in developing improved leath- 
ers for specific types of shoe uppers. 


Bends Leather Repeatedly 


The NBS machine breaks down the 
leather by repeatedly bending a 
stressed specimen around two recip- 
rocating rollers which stretch the 
specimen into an S-shape. The rollers 
are mounted horizontally about *;- 
inch apart in a reciprocating assem- 
bly that produces double bends 120 
times a minute. 

The two rollers pass over about 
two inches of the leather specimen. 
They can rotate freely over the leather 
without developing excessive fric- 
tional heat during the flexing. 

The NBS investigation included 
the effects of load, specimen lubrica- 
tion, angle of bend, temperature, and 
tannage on the flexural fatigue of 
upper leather. 

The effect of bending angle was 
studied by changing the position of 
the rollers relative to the specimen. 
The flexing endurance was greatest 
when the specimen was bent through 
an angle of 45°. At angles of 90°, 


135°, and 180° there was no appre- 
ciable change in flexing endurance. 

The studies also showed that flex- 
ural fatigue of leather is influenced 
by such factors as lubrication, tem- 
perature, and tannage, as well as 
direction of cut. Specimens cut in 
strips 1 inch by eight inches were 
used. Those cut in a direction par- 
allel to the backbone line flexed 
longer before failure and stretched 
less than those cut in the perpendicu- 
lar direction. 

Specimens of commercial leathers 
were degreased with a solvent and 
then retreated with greases of vari- 
ous types and concentrations. The 
resulting differences in observed flex 
life clearly indicated the necessity for 
proper lubrication in leather where 
high flexing endurance is important. 
In general, it was found that the flex- 
ing time for degreased specimens was 
considerably less than that for 
greased specimens. 

The effect of temperature on flex- 
ing endurance was evaluated by test- 
ing specimens at various tempera- 
tures. The result showed that the 
higher the temperature, the more 
rapid was the breakdown under 
flexure. The highest heat of activa- 
tion was obtained with chrome- 
retanned leather, but there was no 
appreciable difference between the 
heat of activation for chrome-ianned, 
vegetable-tanned, and _ vegetable-re- 
tanned leather. 

In studies of upper leathers con- 
taining different types of tannages, it 
was found that plain chrome-tanned 
leather flexed longer than the others 
tested. | Vegetable-tanned __ leather 
showed the lowest flex life while the 
chrome-syntan, chrome-retanned, and 
syntans were intermediate in resist- 
ance to flexing. 


SHOE OUTPUT RUNNING 
10.4 MILLION AHEAD 


Bui Council Sees Gradual 
Decline Ahead 


Shoe production in the first nine 
months of 1953 totaled 391,600,000 
pairs, an increase of 10,400,000 pairs 
or 2.7 percent over the 381,200,000 
pairs produced in the corresponding 
period of last year, the Tanners’ 
Council estimates. 

The Council reported, however, 
that estimated production in the past 
two months of this year has been 
running substantially below a year 
ago and will, in all probability, con- 
tinue to do so. 


Heavy Output Unlikely 

“Oct. 1952 production was at near 
record levels with 46,341,000 pairs 
and the three months’ total (last quar- 
ter) came to 127,300,000 pairs,” the 
Council states. “Similar output in 
the last quarter of this year is very 
unlikely.” 

At the same time, the Council esti- 
mated Aug. shoe production at 43,- 
800,000, some 2,800,000 pairs over 
its original estimate but still six per- 
cent below the 46,552,000 pairs pro- 
duced in Aug. 1952. 


Preliminary estimates placed Sept. 
1953 output at 41 million pairs, a 
seven percent decline from the Sept. 
1952 output of 44,100,000 pairs. 


The Council also reported a healthy 
volume of retail shoe sales over the 
country since the delayed back-to- 
school opening and the end of the 
recent heat wave. Chain store figures 
available to date for Aug. show a 3.8 
percent decline from Aug. last year 
and a three percent increase for the 
eight months period. 





S. A. CARLOS CASADO LTDA. 


Oldest producers of 


PARAGUAYAN QUEBRACHO EXTRACT 


Brands “Carlos Casado” — solid ordinary 





Sold exclusively in U. S., Canada, Mexico, Cuba, Central America through 


TAN-AMERICAN CORPORATION 


*“Tanextra’”’—cold water soluble 


42 Broadway, New York 4, N. Y. 


AMERICAN DYEWOOD COMPANY ) 
110 N. Franklin Street 
Chicago, ID 


LEON F. MONNIER, INC. 


Peabody, Mass. - Mid-West Area 


\ New England Area 


WILLIAM J. MICHAUD CO., LTD. 
4795 St. Catherine St. West 


-In Canada 
Montreal 6, Quebec J 
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The complete line of Be Be Cements has 

been developed, tested and produced to meet 

all shoemaking requirements. Each formula has been job-proven 

in many different shoe factories, under different conditions to 
be sure that it is efficient and economical. 

Each number added to the line takes care of specific shoe- 
making needs and helps maintain the flow of work in factories 
... Such as yours. 

Contact a United sales representative ... he is ready to 


assist you. 


Solvent Types 


BE BE TEX 


Latex Types 


PRODUCTS OF B. B. CHEMICAL CO. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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WATSON SAYS SELLING 

ANSWER TO RECESSION 
Shoe Industry Faces Tough 

Competitive Period 

The shoe industry is facing a “real 
tough selling period” and must meet 
this challenge by making use of all 
tools of modern merchandising to 
sell more shoes, according to Merrill 
Watson, executive vice president of 
the National Shoe Manufacturers 
Association. 

Speaking before members of the 
St. Louis Shoe Manufacturers Asso- 
ciation in St. Louis on Sept. 30, Wat- 
son said the American economy is 
undoubtedly headed for some sort of 
readjustment which should not be- 
come a full-fledged recession. “I per- 
sonally believe that our adjustment 
in business generally should not be 
too severe, and, in any event, will not 
be allowed to become too severe,” 
he declared. 

Leading retailers believe that fall 
retail sales will probably equal those 
of last year, one of the biggest on 


SMOOTH AND ELK 
Side Leather 
* 
VEGETABLE 
For Linings, Bags, 
Case, and Strap 
x 


RANCH TANNED 
AND 


INDIAN TANNED 
LEATHER 
For Fine Casuals 
and Sport Shoes 


* 


Contract Tanning 


record, Watson reported. This de- 
spite the fact that the industry has 
made “a few too many shoes.” 

“This is not a particularly gloomy 
picture. We shall gradually work 
down manufacturers’ and retailers’ 
stocks. Sample checking reveals they 
are only modestly higher than a year 
ago. As we work down stocks, whole- 
sale business will improve in those 
places where it is down at present. 
In fact, some types are doing all right 
at present. By the end of the year we 
shall have produced something bet- 
ter than 590 million pairs. This cer- 
tainly cannot be considered as a bad 
year. 

“But we still are in a_ position 
where if we make more shoes than 
we can sell at retail, there must be 
a slow-down at factory level until the 
market has had a chance to absorb 
the excess. We can, however, be 
grateful for the fact that in the shoe 
business we are in consumer goods 
industry with an extremely high re- 
placement level. 


NEW FOR FALL 


SCUFF-TAN is the newest Casual 
and Sport Shoe Leather for Fall. 


It's a natural for top sales appeal. 


Write for sample now! 


VOM An 


1830 SO. THIRD ST. 





H.SWOBODA & SON, Inc. 


1027 N. Bodine St. Phila., Pa. 
Base Ball and Whip Leather Mfrs. 


SW OTAN 


GARMENT HORSE 
WORK GLOVE HORSE 
(Grain and Splits) 
SPORTING GOODS LEATHER 
SPECIALTIES 
RETAN SOLE LEATHER 











MILWAUKEE 4, WIS. 


BUCKLES BY WN 
ORMOND 


Roller—Non Roller 
Steel or Brass Base 


Smooth metal work 
Formed tongues 


Graceful lines 
Fine finishes 


Gilt Bronze 
Nickel * Gunmetal « Colors 


Representatives in all centers 


Complete Write for 


line Samples 
MANUFACTURING COMPANY 


3325, Hudson Ave. Union City, N if 
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“The period ahead is likely to be 
one of the most severely competitive 
eras throughout industry generally 
that we have seen in a long time. 
We have a huge capacity built up to 
take care of war and civilian needs. 
The problem now will be to try and 
distribute the output of this indus- 
trial machine. Some people have said 
that unless we can distribute 25% 
more goods and services in the era 
ahead we shall not be able to main- 
tain our standard of living. It will 
mean that every industry will face a 
real tough selling period ahead, and 
the shoe business will be no excep- 
tion. 

“We can be grateful, however, for 
the fact that we are a growth indus- 
try. Demand for all types taken to- 
gether at an irreducible minimum 
will expand as population expands. 
By 1960, for example, we should be 
making 560 million pairs and by 
1970, 640 million pairs. At the same 
time, we know from observation and 
survey that many people are buying 
their minimum needs in footwear at 
the present time. This offers a chal- 
lenge to the industry. What can we 
do to encourage these people to buy 
more pairs of footwear?” 


A Real Challenge 


“There is a real challenge too in 
the picture for men’s summer shoes. 
How can we convince men to take 
the overcoats off their feet? to wear 
summer shoes with summer suits? 
We know that men are loath to change 
their living habits. But progress is 
being made in men’s summer wear- 
ing apparel, perhaps more progress 
than in summer footwear. What can 
we do to encourage this growth? We 
are at present discussing this subject 
with representative manufacturers of 
men’s shoes and hope to have some 
helpful suggestions. 

“How can we build our sales in 
this business? The only way that I 
know that a company or group of 
manufacturers can build sales is to 
make full and complete use of all 
the tools of modern merchandising. 
If we study the activities of some of 
the top industrial companies in the 
country, those which had the greatest 
growth and made the most progress, 
we shall find they are the leaders in 
the use of market research, advertis- 
ing, selling, and promotional pro- 
grams, and are active in the field of 
dealer and public relations. 

“There is no magic in building a 
bigger market unless it is the magic 
of merchandising. Are we making 
as full use of this magic as we 
should?” 


October 3, 1953 





MINNOCH CITES NEED 
FOR QUALITY HIDES 


Leather Industry Must Give 
More For Money 


The proper selection of rawstock, 
conducted by trained and experi- 
enced hide buyers, is a top require- 
ment in the leather industry’s efforts 
to maintain a high standard of qual- 
ity, according to Jack Minnoch, ex- 
ecutive director of the National Hide 
Association, 

Minnoch told members of the Key- 
man’s Club of Fred Rueping Leather 
Co. at Fond du Lac, Wis., that the in- 
dustry must go all out in its campaign 
to promote leather to the consuming 
public. Before it does this, however, 
it must assure itself that it is produc- 
ing the best possible product. 

“We must have men who know 
good rawstock when they see it if we 
are to make good leather.” 

Minnoch urged all tanners not to 
depend entirely upon the over-all 
leather promotion program of Leather 
Industries of America but to spend 
liberally to advertise their own 
leathers. 

“We must first be thoroughly sold 
on leather promotion ourselves be- 
fore we can hope to win over others. 


your friends and neighbors. It will 
amaze you what a lift it will give to 
leather sales.” 

During the meeting, 16 Rueping 
employes received pins commemorat- 
ing 25 years of service with the com- 


pany. Among these was Alex Abig. 


Rueping tanner. Pins were presented 
by Elmer Fritz and the meeting was 
conducted by Les Bohlman, president 
of the Keyman’s Club. Those receiv- 
ing 25-year service pins become 
members of Rueping’s Quarter Cen- 
tury Club. 


Left to right: Paul Haworth, assistant hide buyer for Fred Rueping Leather Co., Fond du 
Lac, Wis.; Jack Minnoch, executive director of the National Hide Association; and Les 
Bohman, president of Rueping's Keyman's Club. Minnoch was guest speaker at the club's 


Sell the idea of using leather to all "Kickoff" dinner held last week. 





With the demand still high for 


SMOOTH -FACED LEATHERS 


you must look to QUALITY in your uppers! 


You must eliminate wrinkles, boardiness. stiff- 





ness, piping. 
You must obtain smoothness, soft luxurious 


“feel,” 





perfect flexibility. 


There is one way to get the right result: apply 


the correct solvent doubling cement with the 





perfect applicator. 





Also manufacturers of: 
Booth Power Folders 
Boston Power Seam Rubbers 
Boston Seam Reducers 


Adhesive Tapes S 
Osgood Taping Machines 
Boston Latex Cementers 


NEW YORK DOUBLING CEMENTER, Model 7RP 


Stampress Foot Power Folders 
Bosmaco Sewing Machine Parts 





The AIR CUSHION DOUBLER 


peedflex Cementers 








LYNN MAS S. U. 


Boston MACHINE WORKS (0. 


S.A. 








BRANCH OFFICES: 
Whitman, Mass. Columbus, Ohio Chicago, Ill. 


Cincinnati, Ohio 


Dallas, Texas 
Johnson City, N. Y. 





Kitchener, Ont. 
Milwaukee, Wis. St. 


Woodridge, N. J. 


Louis, Mo. Los Angeles, Cal. 
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FYELETS 


THE BEST IN EYELETS AND 
EYELET SETTING MACHINES 


ATLAS TACK CORP. 


FAIRHAVEN, MASS. 




















B LACKHAWK TANNERS 


2171 S. FIRST ST. MILWAUKEE 7. WISCONSIN 








KORN LEATHER COMPANY 


Side Leather 


MEN'S AND WOMEN'S - 
IN THE POPULAR PRICED RANGE 





PEABODY, a U. S.A. 


EAGLE OTTAWA 


Corrected Grain Corrected Grain 
Elk Sides Elk Sides 


MERICAN WOLVERINE PRINTS# 


Full Grain Corrected Grain 


Prints 


HAVEN SIDES ROAMER SIDES@ 


Chrome Combination 


SKUFNO TUFTOE 
_FLEXIBLE SPLITS 


SALES OFFICES IN PRINCIPAL CITIES 
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PACT TALKS PENDING 
AT INTERNATIONAL SHOE 


Conciliator Called In For 
October Meeting 


Negotiations between officials of 
International Shoe Co., St. Louis, 
and a joint team representing United 
Shoe Workers of America, CIO, and 
Boot and Shoe Workers Union, AFL, 
were temporarily adjourned _ last 
week after failure to reach agreement 
over new contract terms. 

Meetings will be resumed in Oct. 
when a member of the Federal Con- 
ciliation Service is expected to at- 
tend. 

Although the company’s current 
contract with the CIO expired Sept. 
30, both sides agreed to extend its 
terms through Oct 31 when the AFL 
contract terminates. 

Dave Wilson, regional representa- 
tive for United Shoe Workers in St. 
Louis, re-affirmed after the latest 
meeting with International that the 
CIO will not sign a contract with the 
company until new terms are cleared 
with the AFL. Meantime, a joint 
meeting of both unions is planned 
for Oct. 18 at the Mark Twain Hotel 
in St. Louis where new strategy will 
be outlined. 

Ben Berk, regional director of the 
Boot and Shoe Workers, said the 
meeting is “to discuss negotiations so 
far and to plan future action in the 
event further negotiations are un- 
successful.” 

In addition to Wilson and Berk, 
John J. Mara, president of the AFL 
union, and Russell J. Taylor, United 
Shoe Workers president, will attend 
the joint meeting. 


Set Industry Pattern 


Trade eyes are focused upon nego- 
tiations since the International and 
Brown contracts generally set the 
wage and benefits pattern for the 
entire shoe industry. 

The CIO is seeking a 15 cents 
hourly wage increase, minimum 
wage of 90 cents hourly after three 
months, a 2.5 cents company contri- 
bution to an employe pension fund 
to be held in escrow pending union- 
management decisions, a seventh paid 
holiday and company paid premiums 
on all sickness and accident insur- 
ance. 

The AFL has not yet announced 
its specific demands but is expected 
to go along with the CIO settlement. 
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Mahler To Cover South- 
west for Thomas Taylor 


Thomas Tayler & Sons, Hudson, 
Mass., maker of shoe goring, has an- 
nounced the appointment of John G. 
Mahler Co. of Dallas, Texas, as ex- 
clusive sales representative for the 
shoe trade in the Southwest, includ- 
ing Texas, Louisiana, Oklahoma, 
Kansas, Nebraska, Colorado and 
New Mexico. 

Mahler, with headquarters at 1314 
Wood St., Dallas 2, will handle the 
entire Taylor line, including “Shu- 
gor” goring, “Taylored-Top” elastic 
topline gore, “Taylormade” shoe 
laces, ““Taylastix” stretchable laces, 
“Dawhide” impregnated fabric laces, 
and “Taylor-Maid” Cordine and 
other trimming braids. 


Top Reporter Headlines 
Council Luncheon 


Featured speaker at the General 
Industry Luncheon of the Tanners’ 
Council, to be held Oct. 22 at the 
Edgewater Beach Hotel in Chicago, 
will be Marguerite Higgins, well- 
known war correspondent, recently 
returned from another visit to Korea. 

Miss Higgins will recount her ex- 
periences in "Korea and her views on 
the likely outcome of the Korean 
problem. 

Other featured speakers at the two- 
day meeting on Oct. 22-23 will be 
Murray Shields, vice president of the 
Bank of the Manhattan Co., and 
Arthur H. Motley, publisher of 
Parade Magazine. Shields’ talk will 
be based on a_ specially-prepared 


_analysis of business conditions and 


prospects while Motley will present 
his views on leather and leather 
selling. 

Another important part of the pro- 
gram centers on an estimate of do- 
mestic livestock slaughter for the 
coming year along with an appraisal 
of leather demand potentials. 


NOPCO NAMES LINDSAY 


Promotion of Marden I. Lindsay 
as Midwestern sales representative 
has been announced by Nopco Chem- 
ical Co. of Harrison, N. J. Lindsay 
will service tanners in Wisconsin, IIli- 
nois and Michigan with Nopco’s line 
of leather processing chemicals. 








FIRST 60 THE HARDEST 








Louis C. Huch, Jr., left, congratulates Henry F. Schrader, vice president and plant super- 
intendent of The'Huch Leather Co., Chicago, on the occasion of his 60th anniversary with 
the firm. Schrader is still very active in the business. Friends and associates tendered him 
a testimonial dinner Friday, September 25, at Matt Schulien's restaurant in Chicago. 





NOTHING 
SURPASSES 
GENUINE 
LEATHER 





STORES: BOSTON, 97 SOUTH ST. 


Our Seal of Quality 


FULL CHROME LAMBSKINS WITH COMBINATION TANNAGES TO MATCH. 
GARMENT SUEDES AND GRAINS — GLOVE LEATHERS — SHEARLINGS 


WINSLOW BROS. & SMITH COMPANY 


@ CHICAGO, 173 NO. FRANKLIN ST. 


@ NEW YORK, 12 SPRUCE ST. 


TANNERS OF 


FINEST IN 
SHEEP AND 
LAMBSKINS 








Spo 


CHARMOOZ 


THE PERFECT SUEDE LEATHER 


AMALGAMATED 


WILMINGTON 99, 
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BLACK AND COLORS 


LEATHER 


LEATHER and SHOES 


INC. 


DELAWARE 


co's. 





SOLID @N@ POWDER MADE FROM LIVE WOOD 


Italian Stainless Sumac Crystals 


Vanexea Lh: 


SOLE AGENTS 


549 W.WASHINGTON BLVD CHICAGO 6, ILLINOIS 





“LIGNOSOL” TSD 
AMMONIUM BASE—LIGNIN TANNING EXTRACT 


Retan of Chrome Upper, Suede Splits, Sheepskin Garment and 
Suede. In vegetable Blends for Sole, Bag, Case and Strap, Flexible 
Splits, Sheepskin Linings, Pretan of vegetable Leathers. Mordant. 


Manufactured by 


LIGNOSOL CHEMICALS LIMITED, Quebec, Canada 


Represented in U.S.A. by 


UNITED FINISH COMPANY, Peabody, Mass. 


Special Representative Warner C. Davis 











SHORT TERM COURSE 
IN 


BEAMHOUSE PRACTICE 
will be offered from October 19 to November 13 if 
sufficient applicants warrant its presentation. 


School of Leather and Tanning Technology 
PRATT INSTITUTE 


BROOKLYN 5, NEW YORK 











NEOSAPON CF 11 


The Powerful and Most Economical 


CATIONIC EMULSIFIER 
FIBER CHEMICAL CORPORATION 


P.O. BOX 218 MATAWAN, N. J. 
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LEATHER INDUSTRIES 
SETS REGIONAL DATES 


New regional meetings to be held 
by Leather Industries of America 
have been announced as follows: 

Monday, Oct. 5—12:00 noon 
luncheon at Somerset Hotel in Bos- 
ton. 

Wednesday, Oct. 7—12:00 noon 
luncheon meeting at Hotel Warwick 
in Philadelphia. 

Tuesday, Oct. 13—3:30 p.m. meet- 
ing at Sheraton-Mt. Royal Hotel in 
Montreal. 

Tanners and representatives along 
with allied trades members are re- 
quested to advise LIA officers of reser- 
vations promptly. 


Mexican Shoe Firm To End 
Operations 
United Shoe & Leather Co., S.A.. 


leading Mexican shoe manufacturer, 
has asked permission of the Mexican 
Government to close its plant in Mex- 
ico City. The company, operating in 
Mexico for the past 41 years, cited 
losses averaging $5,720 per month 
during this year as reason for the 
shutdown. 

D. C. Taylor, general manager of 
the firm, said that production at the 
plant had declined from a peak of 
37,375 pairs per month in 1923 to a 
monthly average of 11,476 pairs last 
year. During the first six months of 
1953, production per month averaged 
only 7,054 pairs. 

The company, which was estab- 
lished in 1912, also operates a tan- 
nery and carton factory which will re- 
main open. “Disastrous competi- 
tion” from small shoe manufacturing 
plants and shoemakers was cited as 
reason for shutdown of the United 
shoe plant. 


NEW PAMPHLET 


The New England Shoe and 
Leather Association has issued to its 
members a new pamphlet explaining 
in layman’s language the major pro- 
visions of the Wage and Hour Law. 
The brochure is entitled “Some As- 
pects of the Fair Labor Standards 
Act (Federal Wage and Hour Law) 
as Applied to the Shoe Manufacturing 
Industry.” 

The pamphlet, in addition to en- 
abling tanners and shoe manufac- 
turers to set up their records properly 
in order to meet provisions of the 
law, contains a two-page table sim- 
plifying computation of overtime 
compensation through use of a co- 
efficient table. 
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LEATHER SALES SPOTTY 
AS HIDE MARKET SOFTENS 


Tanners Probably Bought More Than They Sold 
This Week 


NEW YORK MARKETS 

Side Upper Leather: Most re- 
ports are to the effect trading in 
leather is slow with price reductions 
of about 2c per foot not doing much 
in the way of stimulating business. 
The main reason for the dullness in 
selling is the need by shoe factories 
of orders for Spring shoes and until 
those orders are forthcoming trading 
is only going to be fill-in sales for 
current runs. On 4-415 ounce Elk 
large spread leather most of the tan- 
ners are 39-40c and down and some 
reports are that there are tannages 
of Elk at 37¢ and down. 

Calfskins: Here too things have 
been slow in recent weeks though 
some tanners say they believe there 
is little more interest in smooth calf, 
Prices 
some 


women’s weights, this week. 
are about $1.03 and down, 
$1.00 and down and some 95c¢ and 
down, depending on tannage, ete. 
Cutting in the factories in this area 
has been slow of late, and some of 
the high grade manufacturers have 
not cut up new leather for about a 
month now, according to reports. 
They are all waiting for the start of 
the Spring season ordering and when 
that starts there is little doubt that 
calf will be big. Suede calf is slow 
and it is expected to remain slow for 


the Spring season as aniline dyed 
smooth and glove tannages are the 
most wanted leather. 


Sole Leather: The situation here 


is slow and buyers and sellers are 
apart in their views. The trade ex- 
pects the prices of sole leather to 
come down due to recent drops in 
raw hides but the trouble is buyers 
expect price drops bigger or greater 
than what sellers believe is right in 
relation to raw hide Some 
tanners feel there is a fair interest 
for sole leather now, both whole 
stock and offal, and as soon as a fair 
price can be struck at the bargaining 
table they believe a good tonnage of 
sole leather will move. Other tanners 
feel that there is not much interest 
and if 10 iron and up bends were 
offered at 50c instead of the last paid 
price of 54¢ they would not sell in any 
volume as buyers then would expect 
to get the leather even at a lower 


costs. 


price. ‘ 
Sole Slower 

Extra heavy bends brought 52c in 
small sales with 53c quoted. Good 
9-10 iron bends bring 56c and down: 
3-9s bring 63c and down. Up to 69¢ 
asked for lights with sales reported 
at 08c. 

Sole leather tanners of Philadel- 





Prices and Trends of Leather 


KIND OF LEATHER 





CALF (Men’s HM) 

CALF (Women’s) 

CALF SUEDE 

KID (Black Glazed) 

KID SUEDE 

PATENT (Extreme) 

SHEEP (Russet Linings) 

KIPS (Combination) sid 
EXTREMES (Combination) ... 
WORK ELK (Corrected) 
SOLE (Light Bends) 
BELLIES : PetacUsves base 
SHOULDERS (Dble. Rgh.) .... 
SPLITS (Lt. Suede) ... 
SPLITS (Finished Linings) 
SPLITS (Gussets) 

WELTING (% x %) 
LIGHT NATIVE COWS ....... 


THIS 

WEEK 
73-1.06 
67-1.00 
75-1.15 
55-90 
48-91 
55-60 
17-28 
52-56 
46-50 
38-42 
66-69 
27-28 
51-53 
33-37 
18-23 
15-17 


16% 


1952 
HIGH 


YEAR 
AGO 


MONTH 
AGO 


85-1.10 
80-1.03 
85-1.10 
75-90 
80-96 
56-60 
18-32 
56-60 
54-56 
38-46 
65-70 
26-27 
50-55 
35-39 


85-1.05 
80-1.00 
85-1.00 
75-90 
80-92 
54-58 
17-28 
50-58 
47-53 
36-44 
68-70 
23-25 
50-52 
34-38 
21-23 24-26 
16-18 18-20 
72 8 
1712-1842 1714-18 


77-1.10 
67-1.00 
75-1.15 
55-90 
48-91 
55-60 
20-32 
54-60 
50-55 
39-43 
66-69 
27-30 
51-53 
33-39 
18-23 
15-17 
7Ya- 7% 
181 


7" 


All prices quoted are the range on best selection of standard tannages using quality 


rawstock. 


| 


| 


rf 
i 


| QUALITY) 


We titan ee 


U.S.A. Zz 


f COSSACK 


corrected grain, 
semi-aniline, 
vegetable type 
kips and extremes 


4 
: 


£ 
t ] 

. . Smooth 
4 


4omaur later O 


CHICAGO - BOSTON - NEW YORK 





MOCCASIN 
COWHIDE 


at its colorful best 


Fashionably Soft for comfort. Most 
Adaptable to laced moccasins 
and casuals . . . finest full grain 
you've ever seen! 

SHOE SPLITS: Grain finished for 
mellow chrome uppers . . . Retan 
for soles... 

GLOVE SPLITS: Complete price 
range .. .Quality always uni- 
formly high. 


Write for swatches today! 


LOS ANGELES 
TANNING CO. 


4101 Whiteside Street 
Los Angeles 63, California 
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phia report their situation remains 
pretty much the same as it has been 
for the past few weeks. 


Sole Offal Mixed 

Moderate sales of bellies made at 
26-28c with some sales reported at 
up to 29c. Immediate need, good 
quality and good salesmanship are 
the ingredients that make a sale to- 
day. 

Again single shoulders found few 
takers while light weight double 
roughs moved slowly at 5le and 
down with a few special lots bring- 
ing 52c. Mediums brought about 
49c and down. Heads at 16-18c do 
not accumulate too dangerously. Fore 
shanks at 20c and down and hind 
shanks at 23c and down find a mod- 
erate market. 


Calf Steady 

Softer prices the rule during the 
past ten days with today’s quotations 
about 4-5c below previous highs. 
Good tannages quote between 80 and 
$1.06 for men’s weights with ani- 
line finish usually 4c more. Women’s 
weights in regular finish between 70 
and 95c; Aniline finish 4c more. Su- 
perior leather in small skins brings 
$1.01 and down. 


Sides Mixed 

With the slowly growing reinterest 
in chrome leather, both chrome and 
combination tannages bring about 
the same price. Up to 56c quoted for 
kips. Extremes quoted at 50c and 
down as a rule, with a cent or two 
more or less asked, according to tan- 
nage, raw stock used, etc. Large 
leather quoted at 48c and down for 
the best, between 41 and 43c for so- 
called volume leather. 

The popular glove tannages usually 
bring a cent or two more than firmer 
leather and interest is, if anything, 
growing. 


Splits Very Slow 
In spite of good business enjoyed 


by one or two split tanners, the mar- 
ket is generally very quiet.. Espe- 
cially slow is light weight suede and 
quotations of 37c and down not often 
obtained. Heavy suede moves in 
moderate quantity at 44c and down 
for blacks, 45c and down for colors. 
Finished lining splits, one of the 
most competitive fields, quoted at 
18-20-22c for excellent stock, even 
one cent more for some tannages. 
Good suede linings get fair to good 
call at 22-24-26c; not so good brings 
less according te worth. Non-slips 
steady at 16-2lc. Best HH innersole 
splits 43c and down, H 40c and 
down, M about 30c and down. 


Sheep Recovering 


Better interest in sheep leather the 
rule. Prices still regarded as too 
high for many old users but new 
users move down from more expen- 
sive leathers. Around 20c gets the 
big call for russet linings. Up to 28c 
paid for best. 

Colored vegetable linings usually 
priced at 27c and down with 28c 
sometimes obtained. The two wanted 
grades of hat sweat leather bring 29 
and 3lc. Chrome linings do fairly 
well at 30-32-34c with some new 
buyers scouting the market. 


Kid Slow 


Black glazed, as well as white 


glazed, on the move. Colors still in 
the sampling stages with few orders 
resulting as yet. Although price 
range in glazed remains very wide, 
activity is at the 45c to 75c level. Be- 
low 45c “you wouldn’t get much in 
the way of leather” and above 75c, 
there is very little demand. 

Linings selling in some quantity 
and sales cover the entire price range. 

From sales in white glazed and 
white crushed, it now appears that 
white may be very big—although 
there is always the possibility that the 
demand may drop. Quotations on 


UEDE 


AN 


CARR-BUCK GRAIN CALF 


KID SUEDE 


CARR LEATHER CO. 


183 Essex St., Boston, Mass.—Tanneries at Peabody 
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crushed have gone up trom 35c to 
45c minimum price while top quota- 
tions remain unchanged. 


Average Kid Leather Prices 
Suede 32c-96c 


Crushed 45c-75c 
Glazed 25c-$1.00 
Linings 25c-55c 
Slipper 25c-60c 
Satin Mats 69c-98c 


Belting Good 


Butt bends sell in all weights and 
shoulders reported as particularly 
strong for waist belting. Specialties 
men not doing as much buying. 

Although they have tried to main- 
tain their prices, some curriers said 
they found themselves in a position 
where price changes are absolutely 
necessary. Some have gone up 2c 
“across the board” while others have 
not yet changed their quotations. In 
another instance, while no new list 
has actually been published, actual 
quotations are revised upwards at 
the time the order is discussed with 
the customer at slightly higher prices. 


Glove Leathers Mixed 


Suedes seem to be in a bad way. 
Garment manufacturers have ceased 
buying altogether. Glove suedes not 
popular this year. Domestics. still 
bringing 38c and 32c but the demand 
is light. Hair types bring up to 60c 
but the demand is still lighter. 

Grain leather prices steady but 
only because stocks limited. Pig- 
skins quoted from 90c down. The 
popular grade sells from 55c to 65c. 
The low ends sell readily from 20c 
to 30c. 

Top grades of Cabrettas neglected 
but middle and lower grades sell 
fairly well. Leather around 28 to 
30c is hard to find. 

Iranians slowing up. Top grades 
at 26c are hard to move. Lower 
grades a little more active but the zip 


is gone. 


Work Glove Mixed 


Prices in the main appear to be 
at levels quoted a week ago but 
largely nominal pending clarification 
of the general picture. Work glove 
splits in LM weight are 17c for No. 
1 grade, 16c for No. 2 grade and 
15e for No. 3 grade. M weight is 
listed at 18c for No. I’s, 17e for 
No. 2’s and 1l6c for No. 3’s. 


Garment More Cautious 


Business in cow hide garment 
leather still a feature of the trade 
although here, too, extreme weak- 
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ness of rawstock has tended to make 
buyers more cautious than they have 
been. Quotations, however, are about 
on a par with those prevailing a 
week ago with lists at 36-38c in some 
instances although sales down to 34c 
are noted with rejects at 3le. 

Other garment leathers show no 
change. Horsehide slow at 40c and 
down. Suede sheep moving less 
briskly in a range of 38c to 42c and 
down with buyers slow in reaching 
to the outside price. Grain finish 
last sold 36c for tannery run and to 
43c for choice tannages, with the 
bulk of business at closer to the low 
figure. 

Bag, Case & Strap Drags 

In a nominal way, case leather of 
2-214, ounce quotable at 41c and 
down and 3-314 ounce at 43-44c. 
Grade A russet strap leather un- 
changed at 5le for 4/5 ounce, 53c 
for 5/6 ounce, 55c for 6/7 ounce, 
57c for 7/8 ounce, 59c for 8/9 
ounce, 62c for 9/10 ounce and 65c 
for 10/11 ounce. Grade B still 2c 
less and Grade C is 4c under the 
above quoted levels. Colors, how- 
ever, have been bringing 3c and 
glazed 2c more than russet. 





For 


LEATHERS 


Mr. Cobbleright’s the 
Old Smoothie you ought 
to consult! Better see his 


swatches before you buy. 


Write TODAY! 


Te 14974) eee 
of Allied Kid Company — 145 South St. 
Boston 11, Mass. 








Brazilian Leathers 
Ask 


Schlossinger & Cia. Ltda. 
Caixa Postal 917 
Sao Paulo, Brazil 
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Tanning Materials Drag 


Raw Tanning Materials 
Divi Divi, Dom., 48% basis shp’t, bag. . .$72.00 
Wattle bark, ton ....‘‘Fair Average’’ $100.00 
‘*Merchantable’’ $ 96.50 

Sumac, 28% leat 

Pere sie . $110.00 
Myrobalans, J. 1's Bombay . "$44. 00-45.00 

eee 

Genuines ‘$50. 00 

Crustind 42-44%. 5.00.4 bce eee us ee GOO 
Valonia Cups, 30-32% guaranteed ....$58.00 
Valonia Beards, 40-42% guaran- 

a ee Pre . .$75.00-76.00 
Mangrove Bark, 30; ‘So. Am. ..$57.00-58.00 
Mangrove Bark, 38% E. African ......$73.00 


Tanning Extracts* 

Chestnut Extract, Liquid (basis 
25% tannin), f.o.b. plant 

Os CNSR 630 5s nn es eaves 

ROTI Oia. bed cdkance wanes 
Barrels, l.e.1. errr 

Chesinut Extract, Powdered (basis 
su’, tannin), f.0.b. plant 


Cutch, solid Borneo, 55% tannin 
Hemlock Extract, 25% tannin, tk. cars 
f.o.b. works ve 
bbis. c.l. ad se absewnus 
Oak bark extract. 25% tannin, 
bbls. 64%-6%, 
Quebracho Extract: 
Solid, ord., basis 63% tannin, c.l. .11 31/64 
Solid clar., basis 64% tannin, c.l. .12 3/16 
Wattle extract, solid, c.l., East African 
60% tannin ...... 
Wattle extract, solid, ei. "south African 
60% tannin ......... 
Powdered super spruce, bags, ‘ek 
05%; Leb . 
Spruce extract, ma, ‘tom wie. 
Myrobalan extract, solid, 55% tannin.. 
Myrobalan extract, powdered, 60% tan- 


Valonia extract, powdered, 63% tannin 

Quebracho Extract, Powdered, Swedish 
spray dried, 76-78% tannin 

Wattle Extract, Powdered, Swedish, 
73% tannin spe 

Powdered Spruce, spray dried, Swedish 

Myrobalan, Swedish, Powdered 68-70% 

Oakwood, Swedish, solid, 60-62% 

Oakwood, Swedish, powdered, 64-66% 

Larchbark, Swedish, solid, 54-56% 
Larchbark, peeeen. Swedish spray- 
dried, 58-60% (Hib ees + kee ees 


Tanners’ Oils 


Cod Oil, Nfid., loose basis, gal. 
Cod, sulphonated, pure 25% moisture .. 
Cod, sulphonated, 25% added nae 
Cod, een 50% ‘added mineral 
eepee pe os» 10%-. 
Castor oil, me 1 . P. ‘én. rery seeees 
Sulphonated castor oil, 75% ‘ 
Linseed oil, tks., f.o.b. Minn. ....... 


Neatsfoot, 20° C.T. 
Neatsfoot, 30° C.T. eee 
Neatsfoot, prime drums, c.l. 
|) See 
Neatsfoot, sulphonated, ‘15% 
Olive, denatured, drs. gal. 
Waterless Moellon 
Artificial Moellon, 25% moisture 
Chamois Moellon, 25% moisture .. 
Common degras 
Neutral degras 
Sulphonated Tallow, 75% 
Sulphonated Tallow, 50% 
sponging compound 
Split Oil e 
Sulphonated sperm, 25% moisture .. 
Petroleum Oils, 200 seconds visc., tks., 
f.o.b. 


*Imported Extracts are plus duty. 
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My husband and | are just opposite. 

He has lots of ideas for making 

money — since he learned about 

Salem Oil & Grease Company's 7 

ways to upgrade the quality of 
leather. 
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HIDE PRICES ON DOWNGRADE 
AS TANNER RESISTANCE GROWS 


Declines Of One-Half to 1% Cents Reported In 


Most Selections 


Packer Hides Slide 

Heavy trading, involving over 
125,000 hides, with prices skidding 
le to 2c marked the big packer hide 
market this week. Early in the period 
packers got things started, moving 
around 40,000 branded cows from 
all points at 14%sc for northern and 
River and 14c for Denver, a decline 
of about Voc. 

Other trading developed  subse- 
quently with a general line of native 
and branded hides selling about Yc 
lower followed by later sales which 
were discounted at another half cent. 
Some extreme light native steers sold 
early in the week at prices lc less 
than prior sales of several weeks ago 
followed by additional business at 
18l4c or 2c lower. 

Light native cows sold late last 
week at 18c followed by sales this 
week at 17145c and later at 1614c, 
with points of origin, excepting for 
freight consideration, of no particu- 
lar importance. Heavy and light na- 
tive steers and heavy native cows fol- 
lowed a similar pattern first selling 


lc lower and later slipping another 
one-half to one cent. 

Over the entire big packer hide 
picture lurks the threat of a strike 
among both the CIO and AFL 
unions. Spotty walk-outs have been 
reported in five or six instances but 
no general walkout seems imminent 
at this time, although the unions 
have threatened packers with this 
action. 

Independents Touchy 

Three large independent packers 
and the Packers Hide Association 
continued free selling policy during 
the week moving 25,000 to 30,000 
hides. Later, interest dried up and 
branded cows sold at 13%4c. Colo- 
rados at 11'%e and butt branded 
steers at 12%4c. 

Large lowa packer sold Sioux Falls 
and Ottumwa light cows at 17e and 
Ottumwa heavy native steers at 15! sc, 
while Minnesota packer sold Austin 
heavy cows at 15!oc. In the New 
York area, some small packer branded 
steers sold at 12c off *4c from pre- 
vious sales. 





HIDE FUTURES 


COMMODITY EXCHANGE, INC., FUTURES MARKET 





Close 

Oct. 1 

15.85B 
15.36B 
15.02B 
14.80B 
14.54B 
14.37B 


October 
January 
April 
July 
October 
January 


Close High Low Net 


Sept.24 For Week For Week 
16.62T 16.50 15.80 
15.75B 15.72 13.335 
15.30B 15.25 15.00 
15.05B 15.00 14.79 
14.80B 14.68 14.68 
14.55B 14.40 14.40 


Change 
—77 
—39 
—28 
—25 
—26 


—18 


Total Sales: 335 lots 








HIDE AND SKIN QUOTATIONS 


Present 


Heavy native steers 15% 
Light native steers 16 
Ex. light native steers 181% 
Heavy native cows 1s 
Light native cows 161% 
Heavy Texas steers 12% 
Butt branded steers 123% 
Light Tez:as steers 14 
Ex. light Texas steers 16 
Colorado steers , 12 
Branded cows 1314 
Native Bulls 11 -11% 
Branded Bulls 10 -10' 
Packer calfskins 421-50 
Packer kipskins 28 -30 


16 


17 


27 


Week Ago Month Ago Year Ago 


14-17 
-1714 


154 
1814 
131%, 
1514-16 
12 -12% 
11 -11Y% 
4714-52" 45 
-32 25 +33 28 


914-10 
814. 9 
-50 
-40 


NOTE: Price ceilings have now been completely ended by the government. All 


remaining goods and services have been removed from price controls. 


All regulations 


winding up controls require that applicable records be held until April 30, 1955. 
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Small Packers Weak 


Small packer hide market in a 
weak condition with some brokerage 
sources claiming the “market de- 
moralized.” Offerings very heavy. 
Brokers reported in many instances 
sellers, who usually offer a car or 
two, now pressing to move three and 
four cars. However, tanners not 
overly eager to buy and are taking 
their time, picking and choosing, and 
accept offerings only at their ideas 
of value. 

Late trading, involving hides of 
good quality mid-western produc- 
tion, 50-52 lb. average, reported at 
1334 to 14c, heavier averages, around 
55-56 lb. have sold at 131c, selected 
fob. Best bids for light weight, 
around 43 lb. average, southwestern 
hides, are 14-1414c flat with indica- 
tions of some sales in that range. 


Country Hides Slower 

Trade in country descriptions has 
slowed considerably as tanners wait 
for a more stabilized picture in small 
packer hides. Definite sales difficult 
to spot but indications that best lots 
of locker-butcher hides free of ren- 
derers have sold at llc flat trimmed 
and perhaps 4c lower, for 50 lb. 
average. For mixed lots of renderers, 
similar average, 101c flat trimmed 
is tops. Country bull hides more or 
less nominal at 7c. 

Calf & Kips Weaker 

Weaker tone in calf and kip last 
week has developed into slowdown 
with one Big Two packer selling calf 
lower and both Big Two packers sell- 
ing kip into new low ground. 

The first Big 2 sold 17,500 Wis- 
consin allweight calf at 47%%c for 
heavy and 50c for light and 4,000 
St. Louis heavy at 421 oc, these prices 
214c to 5e under previous trading. 
This packer later sold Kansas City 
kip at 30c down 2c, 3,500 River 


overweights at 28c off lc and 1,500 
St. Paul at 29c unchanged. Later the 
other Big 2 sold 3,500 Nashville kip 
at 33c. These skins usually are of 
very light average. 

In line with big packer skin situa- 
tion, small packer skins broke 
sharply. Yesterday and today small 
packer calf quoted in the range of 
30-35c, with kip at 18-20c and hard 
to sell. Country calf considered top 
at 22c, and there were reports of a 
fair-sized lot of southwestern coun- 
try kip moving down to 14c. 


Horsehides Sluggish 


This market has shown little or no 
change for the week, pricewise. Sup- 
plies, although limited, are rather 
hard to move. However, because 
holdings are so small, sellers hold 
firmly for full asking prices with 
some scattered business. 

Northern slaughterer whole hides 
are ranged $8.50-9.00 trimmed and 
$9.50-10.00 untrimmed fob. Fronts 
still bring $6.00-6.25 and butts $3.25- 
3.75, basis 22” and up as to quality. 


Sheep Pelts Same 


Price situation for clips and shear- 
lings remains largely unchanged.’ A 
big packer reported moving a mixed 
car of clips and No. 1 shearlings at 
$3.25 and $2.75 respectively. Gen- 
erally these can be quoted at $3.00- 
3.25 for clips and $2.50-2.75 for 
No. 1 shearlings as to quality. 

There is a good call reported for 
No. 2 and 3 shearlings within the 
range of $1.70-1.75 for the former 
and at $1.10 for the latter. but of- 
ferings, normally light at this time 
of year, are hard to find. Sept. lamb 
pelts still quoted $3.35-3.50 for good 
westerns with less desirable sections 
$3.00-3.10 per cwt. liveweight basis, 
last paid some time ago. Full wool 
dry pelts still 27-28¢ fob. 


Pickled skins easier in line with 
the lower calf market and an easing 
in the call for garment suede. One 
big packer accepted $16.50 per doz. 
for a car this week. 


Goatskins Dragging 

Business in raw goatskin market 
appears draggy as in most other mar- 
kets this week. Situation direct re- 
sult of slow leather demand as tan- 
ners await spring business to come. 

Latest sales Group 4 Amritsars 
and Delhi Amritsars quoted at $8.25 
per dozen, c&f with market held at 
$8.00-$8.50. Genuine Batis 119 lbs., 
30/60/10 last sold at $11.00 ex 
dock. Many skins reported available 
but demand is slow. 

Shade dried Ruanda Urundi goat- 
skins reported moving at $9.00 for 
30/50/20 100/105 |b. — skins. 
Heavier 105/110 lb. skins last sold 
at $9/25. Little doing elsewhere as 
market remains firm. 


Dry Sheepskins Scattered 


Only scattered sales can be con- 
firmed as most buyers still out of the 
market. 

Wool sheepskins continue slow 
and nominal as selling quarters state 
that asking prices by shippers at 
origin continue above the views of 
buyers here. Sydney reported 44,000 
skins offered with the market very 
firm and generally par to one pence 
dearer. 

Hair sheep varieties continue slow 
and nominal. Mixed reports regard- 
ing Brazil cabrettas. Some quarters 
state they are receiving very few 
offerings as their agents claim they 
are moving skins to Europe at much 
better prices than can be realized 
here. France, Germany and Holland 
have been operating in Brazil. 

Others, however, claim that they 
have been receiving more offerings, 
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but asking prices usually above buy- 
ers views. Regulars held at $12.00 
fob. with buyers views about $1.00 
less and some small sales around 
buyers ideas. Specials held from 
$15.50 fob. up and buyers ideas 
lower and not too much interest. 
Other varieties of hair sheepskins 
move occasionally and not to regu- 
lar buyers, when the price is right. 


Pickled Skins Lag 

Slowing up in demand and rela- 
tively few sales can be confirmed. 

No change in the New Zealand 
situation as most of the recent ar- 
rivals applied against former com- 
mitments. While some resales may 
come to light from time to time, no 
direct business possible now until the 
end of the year. 

Domestic market is somewhat 
easier and buyers are now talking 
$16 for lambs. Sellers still trying for 
at least $1.00 more, although one 
packer accepted $16.50. 

Good Iranian pickled sheepskins, 
28/30 lbs., selling at $13.50-14.00 
per dz. Sales of Turkish skins in- 
volving Kivircik 80/85 feet, 80/20 
assortment at $12.50 and Karahman 
105/110 feet, 70/30 assortment, at 
$17 per dozen. Garment trade still 


going strong with most of the busi- 
ness for these outlets. 


Reptiles Subside 

According to selling quarters, busi- 
ness has subsided considerably and 
except for an odd sale here and 
there, very little trading noted. Most 
buyers seem to be more anxious to 
move leather, which has been going 
very slowly, than add to their raw 
stock inventories. 

Lizards offered freely but difficult 
to obtain bids. Wet salted Bengals 
and Agra back cuts afloat and for 
prompt shipment are available. 

Recent demand for Whips seems 
to have slowed down with some spot 
lots of U.P. said to be available and 
hard to move. Sellers asking 41c for 
4 inches up, avg. 414 inches, for 
shipment. Madras bark tanned whips, 
4 inches up, averaging 41% inches, 
60/40 selection, combined’ with 
skins averaging 4°4 inches offered 
at 4714c and not taken. 


Deerskins Hold 
No particular change in the mar- 
ket. Shippers of Brazil “jacks” con- 
tinue to have ideas of 56-58c fob., 
basis importers, and buyers here un- 
willing to better last trading basis, 
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which was around 52c fob., basis 
importers. No recent offerings of 
New Zealand while Siams said to be 
going to Japan. 
Pigskins Wait 

Glove manufacturers are not buy- 
ing raw stock as it is too late in the 
season to get skins ready for this 
year, especially as mills are crowded 
with work. Those operators who are 
willing to speculate for next season 
will take on skins if the price is low, 
but as yet, shippers have shown no 
inclination to reduce asking prices. 

Latest offerings of Manaos grey 
peccaries at $1.90 fob. and blacks at 
$1.25 fob., basis importers, a nickel 
over last confirmed sales. Paras nom- 
inal as no recent offerings. There 
was a report that some Matto Grosso 
grey peccaries sold at $1.65 fob. and 
blacks at $1.30 fob., basis importers. 
No interest in carpinchos. 


— END — 


WHITEHOUSE & HARDY 
COMING-OUT PARTY 


Whitehouse & Hardy men’s shoes, 
now produced by General Shve 
Corp’s recently-formed Edward Haan 
Shoe Co., officially joined the General 
Shoe family this week with a “com- 
ing-out” dinner hosted by General's 
president, Henry W. Boyd, Jr., at his 
southern colonial home in Nashville, 
Tenn. 

Among the 18 guests assembled to 
discuss style trends in the entire shoe 
market were Maxey Jarman, Gen- 
eral’s chairman; Eddie Haan, form- 
erly head of the Haan-Cole Division 
of J. P. Smith Shoe Co. in Chicago 
and now directing the Edward Haan 
Shoe Co.; and other General Shoe 
executives. 

More than 100 of Haan’s new shoe 
creations for the Whitehouse & Hardy 
ine—all to be presented for the first 
time at the National Shoe Fair this 
month—were exhibited after dinner. 
The shoes will retail at $20-$22.50. 

Outstanding among the latest Haan 
models were premium calf leather 
shoes in shades of tan, with all types 
of lasts from the full brogue to the 
smart Eastern custom. Among shoes 
of unusual interest were the various 
laceless-type slip-on oxfords. 


a 


® Armand Schmoll, Inc. of 27 
Spruce St., New York, is reported dis- 
solv ing the corporation and a new cor- 
poration under the same name is being 
formed by Jules J. Pardo with offices 
at Room 1508, 100 Gold St., New 
York. 
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DERMABATE COMPOUNDS 
LIQUID EXTRACTS 


HEMLOCK - OAK ~- MANGROVE 
STAINLESS SUMAC - ORDINARY SUMAC 
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SLcS 


AMERICAN EXTRACT CO. 


Manufacturers of the Largest Variety of Vegetable Tanning 





ESTABLISHED 1887 


PORT ALLEGANY, PA. 


REPRESENTATIVES: 
MeArthur Chemical Go., Ltd., 20 St. Paul St,, West, Montreal; 
73 King St., West, Toronto 
Roy Wilson, Dickson Ltd., 7-8 Railway Approach, London, S.E.! 
Getz Bros. & Company, San Francisco, Calif.; New York City 
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ners by kinds of leather tanned. 


Be sure you get your copy—keep it within reach at all 
times—it will save you time and money. 
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300 W. ADAMS ST., CHICAGO 6 
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® Louis Friedman has been ap- 
pointed sales manager of John Marino 
& Son, Inc., Long Island maker of fine 
women’s shoes. He was formerly asso- 
ciated with Becker & Friedman. 


® Kingsley F. Norris has been ap- 
pointed resident manager of the New 
York office of A. F. Gallun and Sons 
Corp., Milwaukee tanner. New York 
offices are located at 30-34 West 33rd 
St. 


@ Harry C. Morehouse retired as 
general sales manager of Singer Sew- 
ing Machine Co., New York, on Oct. 
1 after 30 years’ service with the com- 
pany. Morehouse joined Singer in 
1924 as a member of the executive of- 
fices staff. He has spent most of his 
time visiting the trade in all 48 states, 
and provinces of Canada. His duties 
have been taken over by W. A. 
Ketchum, general sales manager, and 
E. L. Ching, sales manager. 


© A. F. Commendul has joined 
Myrna Shoe, Inc., of Manchester, 
N. H., as superintendent. 


® Donald R. Guthrie has been 
named assistant general manufactur- 
ing manager of the coated abrasives 
and related products division of Min- 
nesota Mining & Manufacturing Co., 
St. Paul, Minn. Guthrie was formerly 
executive engineer in charge of engi- 
neering research. 


@ Edward Freeman has been elected 
president of Gail Shoe Mfg. Corp. in 
Salem, Mass. He succeeds Harry 
Lewis who remains as superintendent. 
Well-known in the New England 
trade, Freeman was formerly president 
of Surrey Shoe Corp. in Lynn, and pre- 
viously president and sales manager of 
Bradley Shoe Co., also of Lynn, for 14 
years. 


© Matthew M. Gouger has been 
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elected vice president and director of 
personnel relations of General Aniline 
& Film Corp. 


® Samuel L. Slosberg is slated to 
succeed his father, the late J. A. Slos- 
berg, as president of Green Shoe Mfg. 
Co. of Boston, it is reported. His 
brother, Charles Slosberg, now vice 


president in charge of production, will 
take over duties as ‘treasurer and Mar- 
tin M. Landay remains a vice presi- 
dent. 


® Thomas Samaras, formerly with 
Grace Shoe Mfg. Corp. of Lowell, 
Mass., has joined Myrna Shoe Co. of 
Manchester, N. H. Samaras is in 
charge of Myrna’s packirg room. 
John E. Johnson, Jr., is new lasting 
room foreman. He was formerly with 
H. C. Stillman Co. of Lawrence, Mass. 


® Hank Davidson has resigned as 
designer for John Flautt Shoe Co., 
Inc., of Lynn, Mass., in order to open 
his own business. Davidson has 
been associated with David Evins, I. 
Miller & Sons and Town & Country, 
Inc. Davidson’s offices will be located 
temporarily at 24 East 81st St., New 
York City. 


®@ The item stating that William 
Bradford was elected vice president 
of Hans Rees’ Sons, Inc.. New York 
tanner of industrial leathers, was in 
error. It should have been that Wil- 
liam B. Shepard, member of the 
firm’s board of directors and a trustee 
of the estate of Norman I. Rees, has 
been elected a vice president. Shepard 
has been in the textile business for 
many years and recently was associ- 
ated with Burlington Mills Corp. of 
New York. 


® Farrell Niles, son of M. L. Niles 
and ‘brother of Irving Niles of Niles 
Shoe Products Co., Elkhorn, Wis., and 
the Van-Horne-Kaestner Leather Co. 
of Milwaukee, returned from Korea 
last week after two years’ service in 
the Army. 
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News Quicks 


About people and happenings ceast to coast 





Oregon 
® Production has ceased at Theodore 
Bergmann Shoe Manufacturing 
Co., Portland, maker of heavy-duty 
men’s shoes. The company is being 
voluntarily dissolved. 


Illinois 
@ The vice president of S. Buchs- 
baum & Co., 1747 S. Michigan Ave., 
Chicago indicated that company suf- 
fered a loss of more than $600,000.00 
on two government contracts. 


Michigan 

@ Murrel Brown, general manager of 
Alpena Tanning Co., Alpena, states 
the company will close down “indefi- 
nitely.” Recently the plant has been 
employing some 25 persons. About a 
year ago there were from 75 to 80 on 
the payroll. 


Virginia 
®@ A picnic for its employes was held 
on Labor Day by Virginia Oak Tan- 
nery at Shulers Pool with more than 
600 in attendance. 


© Craddock-Terry Shoe Corp., 
manufacturer of Fashion Craft wom- 
en’s casuals, has begun construction of 
a $300,000 shoe factory at Chase City. 
The one-story plant will contain 40,000 
square feet of floor space and will be 
without windows or skylights, arti- 
ficially lighted and air-conditioned. 


Tennessee 

© In order to meet the rising demand 
for the U-Mak-A-Moce craft kit Cul- 
ver Manufacturing Company, Inc. 
has started a third shift at its Erin 
plant. This high demand is partially 
due to the adjustable back feature in 
U-Mak-A-Moc which allows sure-fit 
buying for the person whose size you 
“Don’t quite know.” 


Pennsylvania 

@® At Rohm & Haas Company’s 
manufacturing plant in Bristol a 
new warehouse is under construction 
which will double storage capacity for 
ammonium sulfate. Rohm & Haas 
produces chemicals, resins, and plas- 
tics for various industries, including 
leather, paper, rubber, textiles. 


®@ Negotiations have been completed 
for the purchase of a large factory 
building in Pottstown by Kiwi Polish 
Co. Pty. Ltd., world’s largest manu- 
facturer of shoe polishes. The new 
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building will provide 70,000 square 
feet of floor space. Adjacent ground 
is also being purchased to allow for 
future expansion. 


New Jersey 
® Delson Imports, Ltd., Teaneck, is 
distributing an unusual material made 
of fish skin supposed to have the 
wearing qualities of alligator. This 


material is leather-like in appearance 
and is made from the skin of fish 
caught off Greenland and tanned in 
Copenhagen by the Sipo Trading Co. 
It is possible to tan the skin in a wide 
variety of colors for use as wrist watch 
bands, handbags, belts and other ac- 
cessories. 


New Hampshire 

© A survey is being conducted in 
Suncook by an unidentified manufac- 
turer of women’s shoes to determine 
the number of shoe workers available 
for employment in China Mill. At 
last reports, 247 applications had been 
received. 
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Massachusetts 
® Brockton shoe factories are get- 
ting an early start in the Brockton 
United Appeal campaign for 1953. 
All reports will be in from the in- 
dustry by Oct. 10 which is the begin- 
ning of Climax Week for the drive. 
Through cooperation with industrial 
payroll departments the United Ap- 
peal for $260,012.00 from the indus- 
try will be supported through small 
weekly or monthly payments. 


@ Ata town meeting in Ayer, $4,000 
was appropriated for maintenance of 


municipal treatment plant which 
handles industrial wastes of Colonial 
Tanning Company. 


@ Shoe companies throughout the 
Worcester area are much in need of 
additional help. Among such com- 
panies are Viko Shoe Co., H. H. 
Brown Shoe Co., Kleven Shoe Sales 
Co., Worcester Shoe Co. 


® Representatives of manufacturer’s 
of high grade boys’ shoes are secking 
a suitable factory site in the Marlboro 
area, 








WGLD 


genuine shell cordovan — “the platinum of 
leathers’? — for shoes, men’s belts, military 
belts and holsters, and shark print cordovan 
for tips on children’s shoes. 


Tw Huch Leather Co. 


1525 W. HOMER STREET*® CHICAGO 22, ILLINOIS 


KAYE & BARNES, INC. @ 93 South Street, Boston 
A. J. & 3. R. COOK, INC. @ Los Angeles and San Francisco 


FRED SCHENKENBERG e Dallas, Texas 
HARRY BLOCH e Havana, Cuba 





Better than yeu ever thought they could be made. 
Try them and be Convinced! 


Knox Marker Machines and 
Dies in the Southern, Midwest 
and Western Territories. 


And as always the finest 


Walker, 


Clicker, Mallet 


Handle, Freeman Model N 
and all other types of 
Cut-Out, Perforation and 
Marker Dies. 


INDEPENDENT DIE AND SUPPLY CO. 


LaSalle near Jefferson, St. Louis 4, Mo., Phone: Grand 2143 


Associate 


NEW ERA DIE CO., Mapleside Place, Red Lion, Pa 
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® An involuntary petition of bank- 
ruptcy has been filed against Sherry 
Shoemakers, Inc., 63 Endicott St., 
Boston. 


®@ Field and Flint Company, Brock- 
ton, will unveil new models of 1954 
Foot-Joy and Dr. Locke shoes at the 
National Shoe Fair in Chicago. The 
new models include four women’s golf 
shoes constructed on a completely new 
last and eight new men’s street models 
in the Foot-Joy line. 


New York 


® Ira Leather Goods Co., Inc., 
manufacturer of ladies’ handbags at 
38 West 32nd Street, has been assigned 
to Alexander H. Rockmore, 345 Madi- 
son Ave., N. Y. 


@® Lawrence C. Gumbinner Advertis- 
ing Agency Inc. will now handle the 
account of A. E. Nettleton Com- 
pany, Syracuse, maker of Nettleton 


Shoes for Men. 


®@ Eastern Footwear Corp., Dolge- 
ville, together with Cal’s by Calder- 
azzo and Newport Footwear Corp. 
has filed a consolidated amended Chap- 
ter XI plan offering creditors 100% 
in instalments. The plan as filed: pro- 
vides for 5% payment six months 
after confirmation and 10% payments 
every six months thereafter. It also 
sets up guaranteed creditors as a spe- 
cial category and payments to these 
creditors is proposed at the rate of 
25% every six months, commencing 
six months after confirmation. Credi- 
tors committee has asked that payment 
schedule provide a first payment of 
five percent six months after confir- 
mation, 10% six months later, another 
10% six months after that and pay- 
ments of 15% or more every six 
months thereafter. 


© Court order has been issued con- 
firming Chapter XI plan for reorgani- 
zation of Norma Footwear Corp., 
62 Schenectady Ave., Brooklyn. Un- 
der the plan, creditors will receive 
20% cash and 15% in instalments. 


North Carolina 


® Wellco Shoe Corp., Waynesville, 
has just completed its new building 
for the manufacture of rubber. The 
corporation now makes all rubber 
compounds needed in the manufacture 
of its ““Foamtread” footwear. 


Ohio 
® Creditors of L. V. Marks & Sons 
Co., manufacturer of women’s shoes, 
are being urged to accept a 25 percent 
cash settlement by the creditor’s com- 
mittee. A balance sheet as of Aug. 31 
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shows liabilities of $365,472 and assets 
of $332,607. A bank loan is secured 
by all the fixed assets and, in the event 
of liquidation, the bank contends those 
assets would not bring sufficient money 
to cover the loan. 


Maine 

@ A plea of guilty was entered in 
U. S. District Court by Samuel S. 
Goodman, president and treasurer of 
Moose River Shoe Co., Inc., Bangor, 
to charges of attempting to evade 
Federal taxes for 1945 and 1946. A 
fine of $10,000 was levied against him 
on one count and a six-month sus- 
pended sentence on remaining counts 
of the indictment. 


® Construction has begun on a new 
shoe factory building in Livermore 
Falls which will be occupied by one 
of the nation’s largest makers of wom- 
en’s shoes. The operators of the com- 
pany will be known as the Livermore 
Shoe Co. with Ted Poland and A. 
Madow as president and vice president. 
The one-story building will have 42,- 
§80 square feet of space where 250 
persons will be employed. 


California 
© A new company, Colton Foot- 
wear, Inc., 765 South San Pedro 
Street, has been formed by Victor 
Colton for the production of casuals 
priced from $8.95 to $16.95. Opera- 
tion will begin Oct. 1. 





Canadian 
Notes 





®@ Sales of Canadian shoe stores in- 
creased 4.1% in dollar volume in the 
first seven months of 1953 compared 
with the same period of 1952. Gains 
were registered in all retail stores in 
every province, including 10.3% in 
Alberta, 6.4% Atlantic Provinces, 
4.4% Ontario, 3.1% British Columbia, 
2.4% Manitoba, and 2.2% Quebec. 

Sales in July increased 6.6% over 
the same month last year but dropped 
18.34% compared with June this year. 
In fact, shoe sales at retail level in July 
compared with last year increased 
12.4% in British Columbia, 11.6% 
Alberta, 8.6% Ontario, 8.39% Mani- 
toba, and 2.5% Quebec, while such 
shoe sales in July against June dropped 
spectacularly 6.9% in Alberta, 14.2% 
Manitoba, 15.1% Ontario, 21% Mari- 
time Provinces, and 31.3% Quebec, 
with the only gain being 7.3% in Brit- 
ish Columbia. 
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® A special meeting of the sharehold- 
ers of John A. Lang & Sons Ltd., 
Kitchener, Ont., has been postponed 
to Oct. §. The meeting was originally 
called for Sept. 14 to consider com- 
pany proposals to establish a stock op- 
tion plan for directors and key em- 
ployes as well as to double the present 
authorized capitalization. 


® Five Canadian rubber companies 
have been fined the maximum of $10,- 
000 each in a Toronto court on charges 
of violating Canada’s Combines Act 
and engaging in price-fixing activities 
illegally since 1936. The companies 
involved are Goodyear Tire & Rubber 


Co., of Canada Ltd., Dominion Rub- 
ber Co., Ltd., Gutta Percha & Rub- 
ber Ltd., Dunlop Tire & Rubber 
Goods Co., Ltd., and B. F. Goodrich 
Rubber Co., of Canada, Ltd. 


® Official notice has been given by 
president Sid Caplan and secretary G. 
H. Noble that the head office of Betty 
Lou Shoe Co., Ltd., has been changed 
from Toronto, Ont., to Midland, Ont. 


® Wholesale prices of calf leather 
declined 5.6°% between June and July 
this year, while wholesale prices of beef 
hides dropped 5.7% in this period, the 


Canadian Government reports. 


oday ... tomorrow... at the height of your peak production periods 
or at any other time, you can order Anchor Brand Shoe Trimmings 
and get what you want... when you want it... fast! Here’s why. 


The Anchor Brand Line is complete in every way. There are 
hundreds of shoe buckles, loops, slides, rings, dees and ornaments 


to choose from. . 


there’s no need for i 
delays. You simply state your specifications and, 9 times out of 10, 
your order is filled on the spot. You buy the best — and get 

the most — with Anchor Brand Shoe Trimmings. All are designed 

for beauty and made for wear. 

Try us! Write now for complete details on The Line That 

Has Everything — ANCHOR BRAND. 


New York . Boston 
Philadelphia 
Atlanta , Chicago 
Buffalo . Detroit 
St. Louis . Dallas 
Los Angeles 
San Francisco 


. in all styles and sizes . . . for every purpose . . . 
all ready for immediate application 


. With Anchor Brand Trimmings 
te substitutes, no costly production 





NORTH & JUDD MANUFACTURING COMPANY 
New Britain, Connecticut 
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SHOE THERAPY 
(Concluded from Page 10) 
and irresponsible “corrective” treat- 
ments through shoe therapy. 

Of enormous significance to the 
shoe industry is the fact that its care- 
fully designed and produced footwear 
is in some instances receiving a black 
mark. For example, the mere gesture 
of “doctoring” a new pair of shoes 
in the shoe store is psychological in- 
ference that the shoe isn’t the right 
fit or shape or design for the customer 
in the first place. 

Or, if by applying shoe therapy the 
shoe is made uncomfortable on the 
foot, or walking is made unpleasant, 
as often happens, it is frequently the 
shoe itself which is blamed. 

The shoe industry in its own inter- 
ests, might take effective steps to im- 
prove the situation. 

(1) Urge licensing of all such 
practitioners. 

(2) Urge educational courses for 
prospective practitioners. 

(3) Urge cooperation of groups 
or sources (shoe stores, repair shops, 
foot doctors) to reduce the exag- 
gerated amount of shoe therapy prac- 
ticed. 

(4) Promote a real study of the 
subject so there there is more factual 
basis for applying shoe therapy. 


SHOE PLANTS SIZE 
(Concluded from Page 8) 


the industry’s plants belong to this 
group) are less productive than in 
plants with more than 100 employes. 
The 670 plants with 100 or fewer 
employes have a total of 32,500 
workers, or about 15 percent of the 
nation’s total in the shoe industry. 
In short, half of the nation’s shoe 
plants employ only 15 percent of the 
total workers. 

Why are the smaller plants less pro- 
ductive on a per-man or per-hour 
basis? It’s chiefly a matter of equip- 
ment, production procedure and man- 
agement. 

The very small plant frequently 
cannot afford modern equipment and 
devices, and frequently does not keep 
pace in this respect. Such plants are 
less systematized in their production 
procedure; process flow is often not 
based on careful study and constant 
improvement. 

Another good example of the small- 
size nature of shoe manufacturing 
may be measured in terms of dollar 
volume. 

For example, 13 percent of all shoe 
plants (175 plants) account for only 
1/3 of one percent of the total dollar 
volume in footwear. 


About 21 percent (272 plants) 
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MOLD THERMOPLASTIC COUN- 
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e MOLD ONE PIECE QUARTERS 
e SHAPE THE OPENINGS OF PUMPS 

e SMOOTH THE INSIDES OF COWBOY BOOT SHAFTS 
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Los Angeles 
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Cincinnati 
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account for slightly less than one 
percent of the total dollar volume. 

About 39 percent (485 plants) 
account for only three percent of the 
total dollar volume. 

About 52 percent (670 plants) 
account for a mere nine percent of 
total dollar volume. 

And 76 percent (990 plants) 
account for approximately 34 percent 
of the total. 

Incidentally, a striking coincidence 
is noted. The 990 “small” plants em- 
ploy about 78,500 workers, or 34 per- 
cent of the industry’s total. And these 
same plants account for exactly the 
same percentage of the industry’s 
total dollar volume. 

However, the smaller the group, 
the less this applies. For example, the 
670 plants employing 100 or fewer 
workers, account for 15 percent of 
the industry’s labor force—but these 
same firms account for only 15 per- 
cent of the industry’s dollar volume. 
This suggests what was formerly 
noted about lower productivity in 
smaller plants. That is, in this case 
it takes a greater number of employes 
and man-hours to turn out the same 
pairage as produced in larger plants. 


Significant Point 


We believe the chief significance 
of this study is the imperative need 
for improvement of management 
methods in the hundreds of small shoe 
manufacturing firms. According to 
Bureau of Internal Revenue figures, 
in an “average normal year” close to 
50 percent of all shoe manufacturers 
report deficit operations or no profits. 
These no-profit firms are concentrated 
among the smaller manufacturers. 

“Scientific management” poses a 
real challenge to such firms. The 
term itself inspires a sort of frighten- 
ing awe. From a practical and real- 
istic standpoint, a firm managed by 
one or two men who must serve 
several managerial roles must fall 
short in one or several of the basic 
managerial efforts which are so im- 
portant in determining whether the 
firm will or won’t make a profit— 
whether it will or won’t survive. 

Therefore, the answer lies in some- 
thing broader: Managerial compe- 
tence. It might be put another way: 
Managerial coordination. This means 
giving proper emphasis to each im- 
portant aspect of management, rather 
than stressing those aspects where 
the individual is strong, and letting 
the remainder tag along as best they 
can, as so frequently happens with 
small management in the shoe 
industry. 
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CLASSIFIED ADVERTISING 


Help Wanted 











Wanted and For Sale 





Cash Buyers of All Grades of 


Animal Hair 


Horse and Cattle Tails 
Horse and Cattle Tail Hair 
Mane Hair — Hog Hair 
KAISER-REISMANN CORP. 
230 Java St., Brooklyn 22, N. Y. 
Telephone: EVergreen 9-1032-3 





Mchy. & Equip. Wanted 


WANT TO BUY machinery and equipment for 
complete upper leather tannery. 
FRANK JEROME, 
4020 Bandini Bivd., 
Los Angeles 23, California 





Wanted 


WANTED: 5-6 ounce Horse or Cowhide pieces, 
large size preferred—any quantity—red, green, 
blue, brown, yellow, etc. 
Central Mercantile Co., 
+ 742 W. Taylor St., 
Chicago, Ill. 


Fleshing Machine Wanted 


WANTED: No. 15 — 54” Turner Fleshing Ma- 
chine in any condiItion. 

Address J-14 

c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, Ill. 
e 
Blue Splits for Sale 

TRIMMED AND SORTED for weight and 
grade. Large quantities. Steady supply. Tell us 
what you are making and we will furnish a 
suitable selection. 


Address K-1, 

c/o Leather and Shoes, 

300 W. Adams S&t., 
Chicago 6, Ill. 


For Sale 


1,000 gross Red Rayon Shoe Laces—27” 
1,000 gross Blue Rayon Shoe Laces—27” 
Bulk, mfr’d. by General Shoe Lace. 
Excellent condition—35c. per gross. 
1,000 pair Rubber Shoe Bottoms for Sta- 

dium Boots—35c. per pair. 
3,000 pair Stadium Boot Lasts—35c. per 

pair. 

H. LEVETON AND SONS CO. 

1411 So. Michigan Ave., 
Chicago 5, Il. 


TOP GRAIN TABLE TOP LEATHER 
Submit sample swatch, describe size, quantity 
and price. Any quantity. 

Address K-7, 
c/o Leather and Shoes, 
300 W. Adams S&t., 
Chicago 6, Ill. 


Close Out Sale 
EXTRA HEAVY SOLE LEATHER BELLIES, 
imported, about 9,000 lbs. For quick buyer, 
very reasonable. 
Address K-2, 
c/o Leather and Shoes, 


300 W. Adams S8&t., 
Chicago 6, 
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Rates 


Space in this department for display ad- 
vertisements is $5.00 per inch for each 
insertion except in the ‘‘Situations Wanted’’ 
column, where space costs $2.00 per inch 
for each insertion. 

Undisplayed advertisements cost $2.50 per 
inch for each insertion under ‘‘Help 
Wanted’’ and ‘‘Special Notices’ and $1.00 
per inch for each insertion under ‘‘Situa- 
tions Wanted.’’ 

Minimum space accepted: 1 inch. Copy 
must be in our hands not later than 
Monday morning for publication in the 
issue of the following Saturday. 
Advertisements with box numbers are 
strictly confidential and no information 
concerning them will be disclosed by the 
publisher. 


THE RUMPF PUBLISHING CO. 
300 W. Adams St. Chicago 6 














For Sale 


Four used LANDIS K12 Stitchers. 
One used USMC 48” Dinker. 

All machines in perfect condition. 
Low Price—must sell immediately. 


H. LEVETON AND SONS CO., 


1411 So. Michigan Ave., 
Chicago 5, II. 


Wanted 


No. 5 Drum Setting Machine 6 ft. size. Must 
be in good condition. State age, price, and 
location. 
Address K-3, 
c/o Leather and Shoes, 
300 W. Adams St., 
Chicago 6, IIl. 


Wanted 


CLOSE OUTS WHOLE STOCK 
UPPER LEATHER 
Any quantity Calf, Kid, Sides, Kips, Suedes, 
etc. 
Address K-8, 
c/o Leather and Shoes 
300 W. Adams S8t., 
Chicago 6, Ill. 


Wanted 


WILL PAY YOUR PRICE. 2-3 oz. For Natural 
Toolhng Calf Pieces and Tear Offs and Top 
Grain Smooth Upholstery large pieces. All 
colors. Will contract for your accumulation. 
Write at once to K-4, c/o Leather and Shoes, 
300 W. Adams St., Chicago 6, Ill. 


Tannery Technician 


A WELL KNOWN European upper leather 
craftsman, who produces first class leather 
in one of the largest European leather fac- 
tories, would like to go into partnership with 
some capital and as technical leader in a 
North American or Canadian leather factory. 
Address K-6, c/o Leather and Shoes, 300 W. 
Adams St., Chicago 6, Il. 





Wanted 


Used pasting plates. Address Box X-3, 
c/o Leather and Shoes, 300 West Adams St., 
Chicago 6, Ill. 
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Shoe Manufacturer Needs 
Young Man 


GOLO OF DUNMORE seeks a young 
man with a good stitching room back- 
sround to assume foremanship of the 
Fitting room. He must be strong on 
execution and a good team worker, 
willing to execute company policy. The 
man who qualifies will have a good 
paying job with a year round go-getting 
organization. Our men know of this 
advertisement. Replies will be treated 
strictly confidential. Write-wire-or call 
B. W. LESLIE, GOLO OF DUNMORE, 
DUNMORE 12, PA. 











Two Men Wanted 


SALESMAN-DEMONSTRATOR — 

Salesman demonstrator leather finishes wanted. 
All territories open Drawing account against 
commissions 


CHEMIST — 

Experienced leather finishes chemist wanted. 
Good proposition to man able to formulate 
for any type of leather. 

Address J-13, c/o Leather and Shoes, 20 Vesey 
St., New York 7, N. Y. 


Sales Technicians Wanted 


SALES TECHNICIAN wanted to travel exten- 
sively in South America. Fluent Spanish. Tan- 
nery experience essential. 


DIAMOND ALKALI INTER-AMERICAN 
CORPORATION 
122 East 42nd Street 
New York 17, N. Y. 





Situations Wanted 





Hide and Skin Buyer 


Available immediately, a capable man experi- 
enced in hides and calfskins. Can buy, sell and 
receive. If interested apply Box W-3, c/o 
Leather and Shoes, 10 High St., Boston 10, 
Mass 


Stitching Room Foreman 


Available at once for N. E. area. Experienced 
in all types of shoes, has been in business for 
30 years. Capable of handling help, good in 
production and quality. Address Box W-2, c/o 
Leather and Shoes, 10 High St., Boston 10, 
Mass. 








Sales Demonstrator 


SALES DEMONSTRATOR: Young man, 7 
years’ experience in tannery, including 2 years 
in laboratory, desires position. Willing to 
relocate. 

Address K-5, 

c/o Leather and Shoes, 
300 W. Adams S&t., 
Chicago 6, Ill. 


Shoe Factory Manager 


Familiar with every phase of managerial di- 
rection. Experience over 20 years in women’s 
novelty shoes, including a sound knowledge 
of factory quality and costs. Have a pleasing 
personality and can get the most out of ex- 


ecutives and employees. Would prefer New 
England. Write Box X-1, c/o Leather and 
Shoes, 10 High St., Boston 10, Mass. 


Leather Executive 


25 years’ Superintendent and Tanner, Calf and 
Side upper Leathers, specialist dress, shoe, 
scotch grain, elk and glove tannages, experi- 
enced merchandising and sales. Please reply 
Box X-2, c/o Leather and Shoes, 10 High St., 
Boston 10, Mass. 
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Lin B. Zulick 

ae 73, shoe manufacturer, died 
Sept. 23 in a hospital in Pottsville, 
Pa., after a long illness. A pioneer 
shoe manufacturer, Zulick was senior 
partner of J. S. Zulick Co., Orwigs- 
burg, Pa., manufacturer of children’s 
welts and cemented shoes. Active in 
community affairs, Zulick was presi- 
dent of the First National Bank and 
Trust Co. in Orwigsburg and Senior 
Past Master of Schuylkill Lodge of 
Masons. His wife, Margaret, died last 
Feb. 14. Surviving are five sons, Dr. 
Philip Zulick, John S., Lin B., Jr., 
§. Morton and Dr. Alan Zulick. 


Charles L. Anderson 
. 87, veteran shoe executive, died 
last week at his home in Newton 
Centre, Mass., after a long illness. 
Associated with the shoe industry for 
60 years, Anderson was New Eng- 
land representative for Gerberich- 
Payne Co. of Mt. Joy, Pa., for the 
past 28 years. He leaves a son, C. Ken- 
neth; a daughter, Mrs. Herbert A. 
Baker; a sister, three grandchildren 

and four great grandchildren. 


Francis J. Hurley 

. . shoe foreman, died recently in 
Micmchester. N. H. A lifelong resident 
of the city, Hurley had been a fore- 
man at J. F. McElwain Co.’s factories 
there for many years. He was active 
in local school and organizational af- 
fairs, having served as a member of 
the Manchester School Board, and was 
a member of the Manchester Council, 
Knights of Columbus. 
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The Rumpf Publishing Co. 
300 West Adams Street 
Chicago 6, Ill. 
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OFFERS 4 ADVANTAGES 


OVER THE REAL THING 


1. Greater Uniformity 
2. Freedom from Stearines 
3. Lower Pour Point 


DREW LUXOLENES—(1) regular, (2) higher viscosity, and (3) hygro 
types—may be used either straight or in blends for oiling off the 
grain of fine leathers, or in preparation of water dispersible 
fatliquors. We welcome requests for specific information con- 


cerning your individual requirements. 





LEATHER OILS DIVISION 


E. F. DREW & CO., Inc. PRODUCTS 


15 East 26th St., New York 10, N. Y. 
BOSTON PHILADELPHIA CHICAGO 
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